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Bla , silk Gas Range Pressing 





Something new—made specially to 
keep Gas Ranges looking their best 


HIS new “Black Silk” product is not a stove polish nor an enamel but an 

entirely different preparation—a dressing made for exclusive use on gas 
ranges. It is non-inflammable and it requires no rubbing. ‘“‘Black Silk” Gas 
Range Dressing is easily applied with brush and it produces an unusually 
beautiful jet black, silky finish on all iron or steel surfaces. 


Your customers will want “Black Silk’ Dressing— 
Show them how it will brighten up their gas ranges— 


“Black Silk” Polishing Oil is used over the dressing and an application every 
week keeps the range looking bright and new. 
“Black Silk’ Gas Range Dressing is the first of its kind on the market and 
because it is made by a ccmpany that has been specializing in the manufacture 
of high grade stove polishes for many years it is guaranteed to be of the highest 
quality. Ask any wcman who has used Black Silk Gas Range Dressing, Black 
Silk Stove Polish or any other Black Silk Product and she will tell you it has 
given her a new idea of how good these articles can be made. The quality is 
uniform—every can, every time—has been for thirty years. 

Write today for circulars and prices on ‘‘Black Silk’’ Gas 

Range Dressing and “Black Silk’’ Gas Range Polishing Oil. 

ul r he | 99? Stov ish—Iron e 

mse Rcmge e Mm ™ BLAC K S I L K Metal Polich— Wine’ Seneon Ename 
BLACK SILK STOVE POLISH WORKS, Sterling, Illinois 











AMERICAN ARTISAN AND HARDWARE RECORD 


Fhe 


r COPPERCLAD 


Ae World’s Greatest Range 









LINED W/TH PURE COPPER 
WHERE OTHER RANGES RUST OUT 


With Porcelain 
‘ yD Gnamel Trimmings j 








—_- 


) wu nn su 
COPPER- CLAD MALLEABLE RANGE CO. 


ST. LOUIS, U.S.A. 














Founded 1880 ty Daniel Stern 


Thoroughly Covers 
the Hardware, Stove, 
Sheet Metal, and 
WarmAirHeatingand 
Ventilating Interests 





Address all communications 
and remittances to 
AMERICAN ARTISAN 
AND 
HARDWARE RECORD 
620 South Michigan Avenue 
CHICAGO, ILLINOIS 





PUBLISHED EVERY SATURDAY BY THE ESTATE OF DANIEL STERN 





Eastern Representatives: C. C. Blodgett and W. C. White, 1478 Broadway, New York City 





Yearly Subscription Price: United States $2.00: Canada $3.00: Foreign $4.00 





Entered as Second-Class Matter June 25, 1885, at the Post Office at Chicago, Illinois, under Act of March 3rd, 1879 
Copyright, 1922, by the Estate of Daniel Stern 





VOL. 84. No. 16. 


CHICAGO, OCTOBER 14, 1922. 


$2.00 Per Year. 





WHAT PART SHOULD YOU TAKE IN POLITICS? 


Early in November it will be Election Day 
in most of the states, and right now there is 
more or less political activity where there is a 
chance for the “outs” to dislodge the “ins.” 

There are those among the retail merchant 
class who hold to the idea that “a man in busi- 
ness cannot afford to mix in politics,” taking 
this stand on the presumption that to do so 
will make him liable to hurt the feelings of 
some one whose political faith is opposed to 
his. 

And yet, how is the merchant, who is taxed 
specially for operating a store, to protect him- 
self against the encroachments of professional 
tax eaters and feeders at the public crib, unless 
he does take an active part in politics” 

How is he to effect a change in the often 
oppressive conditions under which some cor- 
rupt legislative or administrative ring of rot- 
ten professional politicians forces him to do 
business, unless he “mixes in politics” in a 
really active way? 

Is he to remain silent, while license fees, oc- 
cupation taxes, excess profits taxes, corpora- 
tion taxes, personal property taxes, real estate 
taxes and what other means the government, 
through its elected officials, takes, to collect an 
ever increasing portion of his profit? 

Is he, for example, to say nothing against 
the re-election of a mayor, who, because of his 
stand-in with certain corrupt interests may 
be continued in office and thus continue to rob 
him? 


Or is he to leave the work of redeeming his 


community from such a condition to those 
whose interests are so arranged that political 
activity cannot “harm” them? 


To take such a stand would mean that he 


would be willing to reap where he has not 


sowed. It would, in the last analvsis, mean 
that he was no better than those who by his 
unwillingness to do his share in unearthing 
them are frequently enabled to remain in of- 
fice and keep on fleecing, not only him but 
everybody else in the community. 

Happily, we are beginning to emerge from 
that idea. There are found among the active 
bodies of people who take a real, beneficent in- 
terest in politics many men engaged in the re- 
tailing of merchandise, and they are making 
their influence felt in such a manner that the 
promiscuous taxing of “business,” simply be- 
cause it is handy is not quite so popular as it 
was a couple of vears ago. 

And this is as it should be. 

We reap as we sow. 

Our government is always responsive to 
our wants. 

If we fail to show by our own deliberate 
action what we want, how can we, with any 
right, complain when those who are supposed 
to represent us in our government fail to do as 
we would like to have them do? 

A rotten government is due to nothing else 
than the unwillingness of the average business 
man to take an active part in the work which 
must be done in order to put and keep honest, 
and efficient men in office. 
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Random Notes and Sketches. 


By Sidney Arnold 














At more or less regular intervals 
I receive by mail a small pamphlet, 
entitled “Spurisms, by Brickbats 
on the Spur of the Moment.” Each 
ene of them contains a bit of hu- 
mor and each one also touches more 
or less gently on some feature of 
business conduct. 

What do you think of this, for 
an example? 

Policy Against Practice. 

Brickbats sat crouched upon his 
heels, watching half a dozen boys 
play marbles. They were playing 
for keeps, much the same as he had 
when he was their age, but their 
methods were a bit different. 

“Why do you rake in all the 
marbles that are shot, regardless of 
whether or not they hit the main 
nib?” asked Brickbats. 

“Because that’s our policy,” was 
the quick answer, and half a dozen 
freckled and mud-spattered faces 
grinned up at him. 

Even the kids talk in terms of 
policy , thought Brickbats as he 
walked down the street. And I'll 
bet that they practice their ex- 
pressed beliefs a heap more closelv 
than half the business firms do. 

He was on his way to the office, 
but he stopped in at a clothier’s to 
chat a minute. While he and the 
proprietor sat talking in the raised 
office which permitted a clear view 
of the entire floor, the clothier said, 
“We've been trying for two years 
to convince our customers, through 
our advertising and service, that we 
realize that we are merely their 
servants; that the merchandise we 
buy is bought for their satisfaction, 
and that as soon as we fail to please 
them they will appoint someone else 
to do their buying. 

“We want them to know that we 
have only one price; that they will 
never see the front of our store 
covered with ‘canvas or our cloth- 
ing marked down by one-half. 

“I’m positive that it’s our co-oper- 
ative business policy that is making 


us grow. It’s not unusual at all for 
our customers, even after they have 
left town, to mail us an order and 
leave the selection in our hands. 

Yes, thought Brickbats, ‘those 
are noble sentiments and would do 
credit to any merchant. | 

And yet, while the proprietor 
was talking, a customer had come 
in to look at suits. He was one of 
those unfortunate individuals with 
beautiful outward curves in his legs. 
The salesman put a striped suit on 
him that made him look like a 
barber pole. 

As the full length mirror reflect- 
ed the awkward appearance of this 
tiller of soils, he seemed rather 
doubtful, but the salesman assured 
him that he certainly looked swell. 
To himself the salesman said, 
‘Here’s a good chance to get rid of 
that darn suit. It’s hung on our 
shelves long enough. A few min- 
utes later he came up to the office 
with the sales slip in his hand, and 
the boss said, “They can’t get away 
from you, can they, Charlie?” 

Again Brickbats pondered as he 
walked toward his office. “The pol- 
icies were fine; progressive business 
houses agreed on that point. Most 
of them had adopted a high minded 
code, and professed to follow it. 

“By why in h--- don’t they do 
it?” asked Brickbats of himself. 
“Why can’t they see that each time 
they slide back into the old cut- 
throat game of ‘do your buyer or 
he’ll do you’ they are simply coun- 
teracting the good work that their 
modern business methods have been 
accomplishing ?” 

“There are altogether too many 
high-minded business policies float- 
ing around in comparison with the 
few firms which practice them.” 

Just then his eye was attracted 
by a little, dirty, hand-lettered sign 
in a fruit dealer’s window, which 
said—‘Peaches—not very: good— 
name your own price.’ He stopped 
short, and a broad grin spread over 
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his face. “Once in a moon,” he 
said, “I strike a dealer who says 
what he means, means what he says, 
and lives up to it.” 

With that he entered the store 
and greeted the chubby dark dealer 
with, “Gimme a bushel of peaches, 
I don’t know what I’ll do with ’em, 
but I like your policy.” 

* * 


“With no intention of reflecting 
on the supposed peculiarities of our 
Scotch brother, I believe that this 
story will be appreciated by many 
of our mutual friends,” writes O. 
E. Jennings, of the Michigan Stove 
Company : 

For many minutes there had been 
a violent ringing at the night bell of 
a pharmacy until finally the drug- 
gist, who lived above, sleepily 
crawled into his clothes and went 
downstairs. At the door he was 
confronted by a son of auld Scot- 
land. 

“Five cents’ worth o’ bicarbonate 
of soda for indigestion, if ye 
please,” the latter requested. 

“A nickel’s worth of bicarbonate 
of soda at this time of night?” ex- 
ploded the druggist. “Getting me 
up for that when a glass of hot 
water would have done just as 
well!” 

“Weel, weel,”’ returned the Scot, 
pocketing his money. “I thank ye 
for the advice and I’ll no bother ye 
after all. Good nicht!” 

x * * 

“Here is another example of the 
way the tyrannical monarchs of Eu- 
rope seek to oppress their subjects,” 
said Dick” Moncrief, of the Henry 
Furnace and Foundry Company. 

“T see that an edict has _ been 
issued by King Alphonso of Spain, 
than whom I know no more homely 
man, by which all persons who may 
come in contact with him are for- 
bidden to partake of that most de- 
licious fruit—the well known 
garlic.” 

I am inclined to agree with Dick, 
for surely, you might just as well 
forbid a Congressman to talk, or a 
mule driver to swear, as to tell a 
Spaniard that he must not delight 
his gastronomic system with a bite 
of garlic. 
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Newspaper Advertising and Personal Canvassing Are 


Principal Factors in Building Stove Sales 


Once the Decision Has Been Made as to the Make of 
Stoves and Ranges Success Hinges on Personal Work. 


TOVES and ranges are differ- 

ent from most of the lines sold 
by the hardware merchant, in that 
they require a considerable amount 
of personal work in locating pros- 
pective customers if the department 
is to prove much of a success. 


But to compensate the merchant 
for this extra effort, there is also 
the fact which records prove, that 
when such personal work is done 
the results are shown in very hand- 
some profits on the investment in- 
volved. 

We know, for example, of quite 
a number of merchants who at no 
time this year have had more than 
six hundred dollars invested in this 
line and whose stove sales for 1922 
will reach three thousand dollars. 

In each instance, however, the 
stove merchant has followed a care- 
fully planned campaign, supplied by 
the manufacturer—both as to his 
advertising and as to the matter of 
locating prospective purchasers. 


And it is worthy of note that 
these excellent sales records are be- 
ing made in practically all sections 
of the country—in Iowa, where 
farmers are supposed to be without 
money; in Kentucky and Indiana, 
where the miners were on strike 
for five months; in the copper and 
iron country of Northern Michi- 
gan, where half of the miners were 
said to have gone away; in the dairy 
section of Wisconsin, where the 
farmers were kicking because of 
low prices on milk; in Illinois, 
where corn prices were too low; 
in the manufacturing sections of 
Ohio and Indiana, where factories 
were operating at half capacity. 

Local conditions in this case evi- 
dently have had nothing to do with 
the development of prosperous 
stove business. It was simply a 
matter of getting out and working. 

And that is really where the 
trouble has been in the past: 





Too many retailers have been and 
are in the habit of waiting for peo- 
ple to come and tell them that they 
want to buy a stove or range. 

It simply is net being done now- 
adays, and we doubt if it ever was 
to any considerable extent. 

We know that some manufac- 
turers are now reviewing their lists 
of present customers and are cull- 
ing out those who in the operation 
of their store departments show lit- 


tle or no indication that they recog- 
nize the necessity for really creative 
selling effort, and with that expres- 
sion we mean the going out and 
“locating” live prospects for stoves 
or ranges. 

We also know of at least one case 
where a large retail distributor lost 
a well known, strongly advertised 
line of kitchen ranges because he 
would not conform to the very 
sensible selling campaign outlined 
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The Palace Store’s 
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Fall - Merchandise - Fair! 


Begins Thursday Evening 
October 5th at 7 o'clock 


A Golden Opportunity! 
There’s No Time Like Now 








An Eyeful of Values 


Closes Thursday Evening } 
October 19th.at 5:30 ¢ 

A Worth- While Event for You and § 
Your Family! ; 


People of ALL Ages Enjoy 








to Select Your Kitchen 
Range, Furnace or 
* Heater 
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factory server Our showing incluses stoves for tvery room and pur 
pose—at very reasonable prices 
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Full Page Advertisement of the Palace Store, Greenville, Ohio, in Which 
Renown Stoves and Ranges Occupy Major Portion. 
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by the manufacturer. When he — 


finally was notified that the line had 
been transferred to one of his local Ss E E THE H 3 A S fa a S T os $ 
competitiors he almost raised heav- 


en and earth in order to retain the ° 
agency and was willing to do any- 

SEE WHY COPPER-CLAD RANGES 
DO NOT RUST OUT 


thing if the manufacturer would 

only rescind his action, but all to 

nouse. The other stove merchant 

who was willing to follow the regula- A section of a range body is heated and there on the iron body is the sweat from the as. 
bestos. Right before zou eyes you see } an exactly i. happens every time you buiid a.fire | 
in your range. You see why the sheet of copper is used and what it does and how it does it, | 

Yo ov take nobody’s word—you see—you know—absolutely, positively, 


SAVE A THOUSAND SHOVELS OF 
COAL EVERY YEAR 


You know how the many walls and air spaces Clad sample. See how the heat is wasted by | 
of a thermos bottle hold the heat.. You know radiation on the three-wall cons struction and 
that a house with asingle wall is not as warm how it is saved by the four- wal! thermos con- | 











tions laid down for sales promo- 
tion—as to demonstration sales, can- 
vassing, advertising and prices, kept 
the line and is making a big suc- 


























cess. J as the house with two walls and an air space. struction. ~ | 
on “ You know that storm windows, two windows Sup ha ve e shovel 
Thousands of dollars have been ! COPPER-CLAD RANGE “thst becreet:are much warmer than gt cach meal; in years Um you woul hae 
; A a single window even if it is as Ss over a thousand shovels of coal. Pay? Of 
- . . j ae ¥ ee tae windows. course, it will pay, and you owe it If 
spent, almost W ithout benefit to every te You so fn the hitchen and se the C dope Clad The Copper-Clad Range has four yy and ¢ - —— two ‘est ‘demons rations an i 
ge. ita nm: jo se est space. Se 3 v now for your ownself w asts 
anyone, by the manufacturers, be- example of writeen oF im gunge making. it is « De- ing" See the watersicle and bil away JM the ests most cconomical~cooks best—and! 
- - e Sl v 
3-ply sample while it stands on the Copper- looks best. 
cause retailers have refused or, to af | 
x s Set of Elegant Copper-Clad means that Pure Sheet Coprer is placed BETWEEN 
use a milder expression, neglected is Al neninems ie te the sweaty asbestos and range body To place it elsewhere would be 
D4 r like climbing on top of a roof to get out of the wet. 
to follow the tested-out selling cam- | a , f | 
paign plans supplied by the manu- Special Demonstration and Sale o | 1 
e i 5 i : 
facturers. COPPER-CLAD RANGES | 
Stove dealers have accepted the For One Week Only | 
- * : ! 
manutacturers salesmen’s _ state- " - | 
g 4 q 
ments about the value of a demon- SF yon OCTOBER 2d TO 7th | 
stration week, with a “clemonstra- | “Free” means thet this ware does not cost COpper-Clad ; S 
” i herent a wins Cras Rs ghee Soe bere vee 
tor’ from the factory, very much | Siestify you im sticnding this sale. u lJ R ST HD W F 0 
° ee “é ° " oe This ware is very ‘aubetantiol a and a ies the kind that se 
in the spirit of “all right, you may | Siren cake ae the pico avon dtferent veo . . 
e . . 8s show ‘) igures = 0 . an . 
send the fellow along sometime in tse this utensil in some form every day CORYDON, INDIANA. 


Free to every Copper-Clad buyer during this sale. 
Come—See the Asbestos Sweat. 


October, haw I would like to see linset i are seni EIN _ 
him do it!” And, of course, in such 

cases, the retailer got his wish: Five-Column Advertisement of Hurst Hardware Company, Corydon, Indiana, 
Featuring Ccnstruction of Copper Clad Ranges. 














The demonstration fell flat. 











ee So, gradually the manufacturers, 
who follow the plan of demonstra- 
tion sales are coming to the point 











If you want to make your 











Kitchen where the local retailer must agree 
to do certain things in order to se- 
as attractive aS your cure a demonstrator, among these 


being : 
Parlor, 1. Spend a certain amount of 
money for advertising or use a spe- 
cific amount of advertising space in 
and replace it with one of our his local newspapers. 
BLUE or GRAY ENAMEL 2. Canvass his community, eith- 


er by mail or by a personal represen- 


RANGES tative from the store, previous to 


the demonstration. 








throw out your old cook stove 




















They will look as good as new 
after 20 years use and no stove : 
polish required names and addresses of real pros- 

a ‘ ects, and furnish same to the 
Every one guaranteed to bake perfect and prices are oneal 
right. Come in and take a-look. ' : 
4. Set apart a certain portion 


Hohman-Gewe Hardware Co. of his store for a stove department 


and have the stoves and ranges 


Two-Column Advertisement of Hohman-Gewe Hardware Company, Nashville, properly arranged for display and 
Illinois, Featuring Enamel Ranges. examination—leaving the tops of 


3. Prepare a mailing list, giving 
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the ranges always clear of any other 
merchandise. 
s. Display his stoves and ranges 
at frequent intervals in his windows, 
6. Carry not less than a certain 
number of stoves and ranges of the 
particular make at all times on his 


floor. 

And is there any one who will 
say that these rules are not based 
on good business sense, or that they 
will interfere with the well ordered 
operations of the merchant's busi- 
ness? 

On the other hand, letters that 
have come to us prove beyond a 
doubt that where rules like these 
outlined in the foregoing have been 
followed, the stove department has 
always proven successful—both in 
the matter of actual sales and prof- 
its and in creating new customers 
for other departments. The house- 
wife who buys a kitchen range is 
almost certain to buy her kitchen 
utensils in the same store. 

We know from the replies to 
questionnaires recently mailed to a 
number of stove retailers, that many 
of them have not yet become con- 
vinced as to the value of newspa- 
per advertising or of demonstration 
sales. 

Some of these dealers are show- 
ing a fairly good amount of stove 
sales, but we also know that stove 
merchants operating under the sim- 
ilar local conditions and following 
plans on the order of those indi- 
cated in the foregoing are reaping 
much larger sales and profits, which 
certainly goes to show that real 
selling effort—creative selling, in 
other words—is much more profit- 
able than the “sell-the-man-who 
comes-in” idea. 

You may not think it dignified to 
call at a woman’s home and ask her 
if she is figuring on replacing her 
old stove or range, but the fact of 
the case is that this is the only way 
in which any retailer can have any 
reason to expect that his stove de- 
partment will ever become much of 
a profit producer. 

So much for the personal sales- 


manship, but what about advertis- 
ing ? 
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| How Long Would This Load 
of Coal Last In Your Range? 


Some ranges are hungry,:positively hungry for fuel 
They eat it up as-though itdidn’t cost.anything. 


When your range ‘gets: foo'hungry-it is cheaper to get 
rid of it. 


But the next fime you buy, get a range:that deean’t 
need more and more fuel as it grows older. 


Buy a Monarch Malleable Range, It gives the same 
satisfactory service at the samme low fuel cost after ten or 
twenty years as when it is new. 


If you knew the real facts you wouldn’t even consider 
anything except a range built of malleable iron, riveted 
tight and solid to heavy steel plates, protected safely 
against rusting or burning out. ; 


Come in and let us show you how a range ought to be 
built—and how the Monarch is built. The surprising part 
of it is that some of the ranges built in the ordinary way 
sell for more money than the Monarch. 
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Two-Column Advertisement of Pex Hardware Company, Berlin, Wisconsin, in 
Which Fuel Economy of Monarch Ranges is Emphasized. 









24 AMERICAN 


There are many retailers of 
stoves and ranges who have formed 
the notion that advertising can not 
create business enough to justify 
the expenditure of real money for 
newspaper space or any other form 
of printed advertising. 

We know of some dealers who 
use space in their local newspapers 
in order to gain or keep the good 
will of the publisher. 

That is an entirely wrong view 
point, and in most cases the space 


ARTISAN 





bought brings no more results than 
the dealer expected, for the simple 
reason that he does not use the space 
to give the readers any real infor- 
mation, and in the following we 
show examples of just what we 
mean. 

If advertising of the right sort 
did not bring real results—in the 
shape of increased sales and profits 
—there would be no stores like, for 
example, the Nicholas Hardware 
Company in Oak Park, Illinois, the 




















STOVES 


Cook Pure Foods the 
Quick Meal Way 


Save time, trouble and worry and im- 
prove home cooking. 
good results day after day. 


ae problem is easily von 


QUICK MEAL 


For Gas or Coal 


a 


Get definite 


Your 


RANGES 





Quick Meal Ranges Are All “Fusenameled” 





crack. 


This is‘an exclusive Quick-Meal process that gives ‘the 
range a beautiful surface that will not tarnish, discolor or 
“Fusenamel” is applied both inside and outside. 
Choose from White, Blue or Gray. 


See the new 1922 models. They 
incorporate every new feature & 
signed to make cooking’ easier. 
They're economically S 
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The Paul & Ortmeyer Company 


21 Main Street 
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Three-Column Advertisement of Paul & Ortmeyer Company, Evansville, Indiana, 


Telling About Fine Cooking Qualities and Appearance of Quick Meal Ranges. 
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largest suburban hardware stove jn 
the world, the success of which has 
as one of its foundation stones the 
policy of regular, consistent adver- 
tising of specific items of merchan- 
dise—stoves and ranges included in 
a large measure—at definite prices, 

Nor would there be hardware 
stores in the downtown districts of 
metropolitan cities, like that of the 
Pickering Hardware Company, Cin- 
cinnati, Ohio, or Schroeter Brothers 
Hardware Company, St. Louis, 
Missouri, whose annual turnovers 
run into millions of dollars. 

Nor would there be hardware 
stores in small country towns like 
that of the Chandler Hardware 
Company, Sylvania, Ohio, selling 
over two hundred thousand dollars’ 
worth of hardware yearly in a town 
of less than two thousand inhabi- 
tants. 

It seems a pity that it should be 
necessary to spend time and money 
to convince retailers that it is only 
a part of a wise and progressive 
policy for a merchant to spend a 
certain percentage of his sales for 
advertising, when there are so many 
outstanding examples of store suc- 
cesses which can be traced to no 
other reason than the fact that in 
the set of rules—policy, if you 
please—of that store consistent ad- 
vertising of specific merchandise at 
definite prices was one of the most 
important. 

For many of those who carry 
stoves and ranges in stock, the sell- 
ing season of 1922 wil! be over in 
a couple of weeks. They sell stoves 
only when people come in and ask. 

For many others, the season will 
end December 31. They keep on 
locating prospects and making sales 
until the last day of the year, and 
on the first day of the new year they 
are ready to start out to find more 
new prospects and to make more 
stove sales. There is no “season” 
for them, so far as stove selling is 
concerned, except that certain 
months will show a greater number 
of sales than others: Every month 
is Stove Month with them. 

And their policy of regular, con- 
sistent advertising of stoves is one 
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of the big reasons for this very 
happy situation. 

For example, the Whitestown 
Hardware Company sold eighteen 
kitchen ranges during the second 
week of December, 1920, the store 
being located in an Indiana town of 
six hundred people, less than eight 
miles from a city fourteen times as 
large. 

Also, the Chandler Hardware 
Company, Sylvania, Ohio, sold 110 
high class oil cooking stoves in one 
year, the sales running through 
every month. 

Also, the People’s Trading Com- 
pany, Warren, Minnesota, sold in 
one year 51 malleable ranges, War- 
ren having only two thousand in- 
habitants. 

Also, the Grote-Rankin Company, 
Seattle, Washington, sold in one 
week 104 high class ranges of one 
make, and the week was in the lat- 
ter part of February. 

We might keep on citing instances 
of similar successful stove merchan- 
dising. Suffice it to say, that in 
every case mentioned and in hun- 
dreds of others that have come to 
our knowledge, the success was due 
to consistent advertising and mak- 
ing definite efforts to locate pros- 
pective customers. 





 ——___ 





OL 
HEATERS 


Just what you need 
to be warm and com- 
fortable. 


You will find it useful the 
year around, 


MOORE AND KEMPLE 
HARDWARE C0. 


fies Column Advertisement on Oil 
Heaters. Quotation of Prices 





Would Have Made This More 
Effective. 
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Elements That Make Demonstrations Suc- 


cessful as Sales Producers. 
What Merchants Can Do to Make Sure of Getting 


Full Benefit of Demonstrator’s Presence in Store. 


HE replies received by us to 

questionnaires sent to stove 
merchants indicate that there is just 
as much difference in their attitude 
toward “Demonstration Sales” as 
there is with regard to the value of 
advertising—in spite of the fact that 
both have been proved successful 
under varied conditions as sales 
producers. 

Some of the stove merchants say 
that they never had held “Demon- 
stration Sales,”’ and that, therefore, 
they can not say whether such oc- 
casions are useful in building up a 
prosperous stove business. 

Others state that they held one 
which did not prove a success, so 
they gave up the idea. 

Still others are very enthusiastic 
about their “Demonstration Sales” 
and regard them as almost the most 
important factor in their success as 
stove merchants. 

When you come to analyze the 
replies, the reasons for these differ- 
ent opinions become very obvious. 
In. most cases, the man who does 
not hold “Demonstration Sales,” is 
usually also found in the class of 
those who do not advertise. 

Again, the stove merchant who 
“gave a trial to the demonstration 
plan and did not keep it up, fre- 
quently belongs in the class of those 
who ‘tried out’ advertising once, but 
found that there was nothing for 
them in advertising.” 

While those who are conducting 
“Demonstration Sales” as a regular 
feature of their stove sales promo- 
tion are a unit in saying that they 
pay big, and that they would not 
think of discontinuing these annual 
or semi-annual events. Usually 
these merchants are also consistent 
users of advertising space in their 
local newspapers. 

But what really goes to make a 
“Demonstration Sale” a success in 
point of actual sales and profits? 

In the first place, the experience 


of those who have proven the idea 
out shows that considerable prelim- 
inary work must be done by the 
local merchant, so as to have peo- 
ple’s interest concentrated upon his 
store and upon his stoves and ranges 
during the period when the event 
takes place. 


In the second place, he must dur- 
ing that period subordinate prac- 
tically everything else in his store 
to the stove department. His news- 
paper advertising and his window 
displays must be devoted almost 
exclusively—if not altogether so— 
to stoves and ranges. Unless he has 
his stove and range stock or floor 
display in a separate room, this de- 
partment must be so arranged dur- 
ing that week so that it is possible 
for the “demonstrator” to handle 
visitors without being interfered 
with by customers for other arti- 
cles. 


As to the preliminary work—a 
list of prospects, real live prospects, 
must be procured, and that means 
that either by personal calls at the 
homes, or by responses to adver- 
tising, names must be secured of 
persons who are actually consider- 
ing the purchase in the near future 
of a new stove or range. 


The consensus of opinion is that 
the canvassing method—while more 
expensive at the time—is the most 
effective, because it makes it pos- 
sible to secure specific information 
by actual personal observation as 
to the condition of the old stove and 
as to the time when the person may 
best be approached for the sale. 

As to this canvassing proposition 
—there is nothing which will actu- 
ally bring the merchant and the 
people from whom he draws his 
business into real, close contact as 
a personal visit at their homes— 
either by the merchant himself, or 
by some one of his sales force. 
Furthermore, it is all imagination 
to say that the merchant’s dignity 
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GUARANTEE: 


ARTISAN AND HARDWARE 


The Most Serviceable 
and Beautiful Range 
Manufactured 


RANGE TIME IS HERE 


You want the hest. 
Why not get a hgh 
grade Hoosier and-solve 
the question for 20 to 

30 vears? 
HOVSIERS are’ wonderful 
bakers and take s¢ httle fuel to 

run them. 


We will put a Hoosier in your home and after vou have 


used it 30 days if vou do not say it is‘the most wonderful BAKER vou ever 


saw we will take it back and refund every cent of your money 


fair enough? 


Isn't this 


REPAIRS. Should yuu need any part in 5 or 10 vears, vow can get it 


in 10 minutes. 


We have all parts in stock. 


We have taken our loss and reduced prices to the lowest possible point 


SEE US 


~-Cwanger & McClain =: 





Two-Column Advertisement of Swanger & McClain, Marion, Indiana, Making 
Trial Offer of Hoosier Ranges. 


and standing is impaired by such a 
method of seeking business. 

Why it should be considered less 
dignified for a retail merchant to 
call at a prospective or actual cus- 
tomer’s home and solicit his busi- 
ness than it is for a manufacturer 
or wholesaler to call, in person or 
by one of his traveling salesmen, on 
the retailer, is something that is be- 
yond us. 

So much for the canvassing. It 
should be done, and the work, time 
and money spent will bring excel- 
lent returns, if properly planned and 
executed. 

Another method of securing 
names of prospects is as follows: 

Offer one or more prizes to be 
given to the boy or girl who brings 


in the largest list of names of house- 
holders, giving address, kind of 
stove or range, how long in use, 
whether it needs repairs, name of 
the particular part to be replaced, 
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be bevond your expectation. 


327 and 329 Main Street 





POINTER RANGES) 


“High quality at lowest prices” has been the slogan of the manufac 


POINTER RANGES 


during the high price era But notwithstandmg She low prices maw 
tained there has been no line on which reductions have been greater. 
No hygher quality ts oflered in CAST IRON RANGES than im BRIL- 
LIANT MASTER POINTERS at from $52.50 to $73.00. CHUM. 
MY POINTERS in the different styles at from $37.50 to $50.00. 


When you inspect this line you will experience a pleasant surprise as the quality 


JAS. W. PEARSON & SON | 


“Your Llome Outfitters” 
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and such other information as you 
may deem desirable. 

It will be necessary to provide 
record cards for the contestants, in 
order that they may ask just the 
questions you want to have an- 
swered, and also in order that they 
may furnish you with the informa- 
tion you desire. 

From these cards, properly filled 
in, you can quickly judge as to who 
in your locality is really a good pros- 
pect tor a stove or range. 

Now then—let us imagine that 
you have that list of live prospects, 
the next thing is to make sure that 
they will know that you are to hold 
i “Demonstration Sale,” and when. 

This may be done by newspaper 
advertising, or by circulars mailed 
or distributed by messengers to the 
homes. In many cases, stove mer- 
chants make use of a typical invi- 
tation form, such as is used for 
weddings, etc., printing the an- 
nouncement on fine paper and thus 
lending dignity and tone to the oc- 
casion. Such invitations should al- 
ways be mailed and preferably ad- 
dressed to “Mrs.” John T. Smith 
rather than to “Mr.” John T. Smith. 

In addition it will also be well 
to use the local newspaper liberally, 
along such lines, for example, as 
the Hurst Hardware Company, 
Corydon, Indiana, whose advertise- 
ment is shown on page 22 of this 
issue. 

Another point: Have handy a 
list of customers who have bought 
the range you are selling and if 
possible also written statements 
from such customers as to the mer- 
its of the range. Indeed such a list 








shown at these prices will 


Phone 272-5 


amannel 











- — al ad al al ad “ a 


Four Column Advertisement Telling About Quality of Pointer Ranges. Published 
by James W. Pearson & Son, North Vernon, Indiana. 
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should be carefully kept up-to-date 
right along, so that whenever occa- 
sion offers the salesman may refer 
to it, somewhat on this order: “You 
tive near Mrs. William Brown. She 
bought a Double Dash range from 
us ten years ago and she told me 
just the other day that she had 
never had a bit of trouble with it. 
In her opinion there is no range 
that will bake and roast as well as 
this one, and it surely is econom- 
ical so far as fuel is concerned.” 

A pamphlet containing such a 
list of satisfied customers is a tre- 
mendously fine help in swinging a 
wavering prospect over into the 
customer pasture. 

We have mentioned the window 
display and the arrangement of the 
stove department in the foregoing, 
but be sure that you do not neglect 
this feature. People like to see that 
you really feel that a “Demonstra- 
tion Sale” is an occasion that calls 
for special attention on your part 
and they like to see that you are 
making special preparations for 
their accommodation and _ con- 
venierice. 

Now then—the great first day ar- 
rives. Folks are coming in. What 
is there for them to see except a 
lot of cold stoves and ranges? How 
are you going to prove to them that 
your Double Dash range is such a 
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"Heat by the Roomful 
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Two-Column Advertisement of Van Valkenburg’s, Monmouth, Illinois. 





Oil Heaters 


Here is just What yuu want 
for these cool nights and 
mornings. It is Avo early to 
atart your coal heater, and 
besides yuu want tw save your 
coal.; Here’s where an Oil 
heater comes in handy. You 
can heat one, two or three 
rooms and be ‘comfortable. 
The expense of operating is 
very smal and you may save 
a doctors bil. ‘Let-us show 
them to you. 


Prices $6.75 to $10.50 





Van Valkenburg’s 


HARDWARE 


Corner South First Street and First Avenue 





A Good 


Illustration and Sales Talk With Range of Prices Make This a 
Real Advertisement. 


good baking and roasting range, 
and that it is economical in fuel 
consumption ? 
Here the old saying about the 
proof of the pudding being the eat- 
ing thereof holds good again: 
Have one of them connected up 
store. 


with the chimney in your 


Build a fire in it and do the e baking 


——---- — —----— ——- -—- -- —~-- ~ —< 




















YOU NEED ONE OF | 


Oil Heaters — 


C.B. Vawter | 


Hardware and Stoves 


~ Wy 


OUR 
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Two-Column Advertisement of C. B. Vawter, Franklin, Indiana. Plenty of ones 
Left, Wherein Description and Price of One or More Heaters 
Could Have Been Given. 


and roasting that a good housewife 
would do. Serve roast beef sand- 
wiches, biscuits, cakes, cookies and 
coffee at some stated time, and you 
will not only have a good crowd at 
those hours, but you will have gone 
far to prove your statements as to 
the efficiency of your range. 

If you prepare for and conduct 
your “Demonstration Sale” some- 
what on the order outlined in the 
foregoing you will be reasonably 
certain to have a pleasant experi- 
ence, a profitable selling period and 
a list of really interested prospects 
to be followed up after the event. 

And then you will not say that 
you tried the proposition once but 
found that it did not work. 

lor all that has been suggested 
in the foregoing is taken out of the 
hook of experience of stove mer- 
chants who have done just what has 
been told here, and every one of 
them is doing business under con- 
ditions not materially different from 
those which obtain in your locality. 


The man who slights his work 
does more than injure the business 
of the store. He proclaims him- 
self an inferior employe and dam- 
ages his prospects. 
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Same General Problems Confront City and 


ARTISAN 


Rural Stove Dealers. 


Solutions May Be Found Through Trial of 
Similar Advertising and Sales Methods. 


HERE are those who say that 

the selling of kitchen ranges 
and heating stoves in a large city is 
an entirely different proposition 
from selling them in rural com- 
munities. 

That this supposition is entirely 
wrong is evident from the adver- 
tisements shown on this and the 
next two pages, all of which were 
used during the first week of Octo- 
ber in Chicago papers except the 
last which appeared in Oak Leaves, 
one of the best suburban weeklies 
that we have ever seen; this pub- 
lication serves the news to Oak 
Park, one of the large suburbs, west 
of Chicago, and incidentally the 
largest village in the United States, 
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and Factory Demonstration 
213 North Michigan Ave. 
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| All Porcelain, Inside and Out. As Easy to Clean 
. Asa China Dish 


S| The Only Porcelain Range With a 
fF 25 YEAR 
>GUARANTEE 
S| Why Be Satisfied With Less? 


3} Why pay practically the same prices for unguaran- 
teed rang: Buy the and be safe. 
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having a population of around fifty 
thousand people. 

It will be noted that the two sec- 
tidns of advertisements shown on 
the opposite page have reference to 
the same make of a combination 
range which by the way is made 
by one of the Chicago manufactur- 
ers. In the advertisement to the 
left in this illustration, the single 
oven combination oven is adver- 
tised at a specific price by a stove 
merchant whose two stores are lo- 
cated in sections populated by peo- 
ple of foreign origin, mostly Ital- 
ian and Polish, while the advertise- 
ment in the right half is directed to 
people of German and Scandinavian 
descent principally, with a goodly 



















Rust-Proof 
and 
Complete assortmert of | 
different colors, styles 
and sizes in both . q 
Gas Ranges and |; 
Combination 
Coal, Wood and Ga» | 
Ranges 
Mrs Carr the well-k iown Domestic Science and Cuh- 
nary Expert. wrli demonstrate the economy and con- 
venience of SANISTAT Oven Heat control, cooking a 
full meal at one ume tn the ove n, placing all food m the 
oven at Ll o'clock a m afd opening the oven at 3 o'clock 
p m., with the whole meal done and ready to serve 
FREE ii? ONLY 
SALE 


Choice of 
11-PIECE PYREX OVEN SET 
42-PIECE DINNER SET 
With Every 


Combination 
Ranges Are 
Included in 
This Sale 


Combination Ranges 
to burn coal, wood and gas 
are shown im a number ot 
styles and sizes suitable tor 
every home requirement 





BUILDERS end OWNERS of flat baldings and other quantity 
buyers invited ¢o eee our special apartment house gas ranges, 


MANUFAC | URERS 


213 North Michigan Avenue 


BLOCK SOUTH OF BRIDGE 


Upper and Lower Halves of Full Length, Two-Column Advertisement by 
Manufacturer in Chicago Paper. 
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sprinkling of folks who for several 
generations have lived in the United 
States and whose views of life 
therefore may be considered on a 
somewhat higher scale than those 
catered to in the advertisement in 
the left half. 

Both advertisements were two 
columns in width and occupied, with 
other items listed, nearly the full 
length of the page. 

In both cases, we are informed, 
the response to the advertising was 
fine and goodly numbers of sales 
were realized. 


All of which goes to show that 
even in the large cities where the 
gas range is supposed to reign su- 
preme the combination range finds 
a large class of friends, and some 
hardware dealers in these large 
cities who are not selling stoves and 
ranges would be surprised very 
much if they knew how many coal 
ranges actually find their way into 
homes in such cities. 


There is money in the stove busi- 
ness if you go about it right—and 
this statement applies to any lo- 
cality. 

The advertisement shown on the 
first page of this article has been 
running in Chicago: papers during 
the past ten days. Because of its 
length the two halves are shown 
side by side. It occupied a space 
of two columns, full page length 
and is shown as an example of ad- 
vertising done by manufacturers 
who operate retail stores. 

Here again the combination range 
is advertised and the demonstration 
feature is utilized in an interesting 
manner. 

The giving of a premium with 
each combination range is also 
worthy of note, showing that these 
manufacturers realize that people 
are very much the same, no matter 
whether they live in large cities, a 
small village, or rural communities. 


Doubt has. been expressed as to 
whether the 25-year guarantee ap- 
plies to the entire range, its vari- 
ous parts or only to the enamel. 
Our guess would be that it applies 
only to the enamel. 

The advertisement of the Nich- 
olas Hardware Company, which is 
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reproduced on the next page of business. His stock was probably proving his case by citing specific 
this article, is typical of the excel- _less than one-fourth as large as it instances of how well he would 
lent advertising which is being done __is today. His sales during his first | serve them. 

by this progressive hardware mer- year of business were less than Incidentally, Mr. Nicholas carries 
chant every one of the fifty-two those of a month today. He has _ the largest stock of gas ranges in 
weeks of the year, and it is worthy prospered because he believed in any retail hardware store in Chi- 
of note that the writer saw the first _ letting people know that he was in cago and nearby, and he finds his 
store where Mr. Nicholas first did a position to serve them well, and stove department one of the highly 
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1250-58 South Halsted St. 3454-53 West 26th St. 


TWO STORES OPEN 
Fey ee Dae. ‘Tuesday, Thursday until 9 P. M. 
Saturday until 10 P. M. Saturday until 10 P. M. 


Great Sale 
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September | Stove Sale} 


Factory Demonstration 
To-morrow your last chance. At 9 o’tlock to- i2| 


morrow evening the remarkable, offer is featured 
during our September Stove Sale. will be with- 


* drawn. No matter pty = of a Stove [ages : 
Continued | Pie 
: 5 


stove sales ever held! 
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Combination 


The Raige of Simplicity 
and Thrift 


_No parts’ to cue all you 
do i is tarn a’ key. * Evérything 
__ atitomatic, absdlutely safe and. 

» dependable; wonderfyil cooker | 
and baker, 4 holes’ for coal,: 
4 gas burners and. a full 1S- 
inch Oven for gas or coal. _ 

And hever before in the ‘history 
of the stove businéss'has.the . - 

been: offered 
for. sale at this’ price../ Spetial for >. 
our Advancé Sale. - . 
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COMBINATION 
RANGE 





| 


S| The last word in beautiful, sanitary and efficient. kitchen stoves; 
‘bodie3 all the conveniences of a gas range with all the cavdntages 
of a coal and wood range; means a warmer kitchen in cold. weather 
—a cool.kitchen in warm weather.” Absolutely eueeeiatias No parts 
=| to change; nothing to remember—a mere twist of the comer 
from one fuel ta_the other. Last’ ddy of reduced pode to- 


“FREE!% 































26 Piece Set of ! a At i | A 
| : Rogers Silverware 
| During this demonstration only. PY ’ 
X =| With every” Range "» . y r 9 i} 
Oak H ter = age ay ae outs > bone. | | mt 
ea =| mmclude without charge this beau- TAAL tly 
=| tiful 26- t of y 
Full nickel trimnied heater. Large corrugated frre pot, |] |& Hampden "lesion, ‘guerahtee : y 
This is just one of the many | strongly built heater. =! verware. Dart _miss this patie Die 
s is j El tumty—to-morrow 1s your mT 
bar _— 85 95 = chance! suaaane 
we have 1 ° : RAL 
to offer an 49° — 
heaters. : 





Two Double Column Advertisements in Chicago Newspapers. Showing How Different Stores Advertise the Same Com- 
bination Range Made in Chicago. 
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profitable portions of his store. 

It is also worthy of note that in 
each instance a definite price is 
quoted, and each gas range is de- 
scribed. Evidently, Mr. Nicholas is 
not afraid that the gas company is 
going to cut under his prices. 

In Chicago stores and those do- 
ing business in suburbs near Chi- 


See This Remarkable 


ARTISAN 


and even small towns now have 
their “installment stores.” 

For this reason, it may be well 
for the hardware merchant, who is 
now selling stoves and ranges, or 
who may be considering adding this 
line of merchandise, to give serious 
consideration to the question as to 
how he can best fill the needs and 
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A new Special 1922 Model Gas Range, which we are now selling at such a Low 


Price that every home can possess this high grade Gas Range. 


SPECIAL LOW PRICE 
FOR THIS WEEK ONLY 
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GAS RANGES 
Four-burner {tee Range with 


a large roaster 


THIS ISA 
HIGH GRADE 


GAS RANGE 


= porcelain splasher, baked ebonite on all outside parts, 
from rust. Cast iron main front and 





It is a perfect baker and saves 
steel on all sides, which keeps 
into a space 43% inches wide. Oven 18 inches 

with room to spare. White porcelain tra 
door panels. An excellent stove atwa special price ‘Sai.se 50 





and side shelf. Patent 


¢ heat in the oven. Will fit 
}— 





2304. 
full white enameled ¢ 

Baking oven, lentenie Inches. 

Broiling oven, 14x18x19% inches. 

Baking oven, Junior cooking top, 14x18x 
18 inches. 

The finest range built. 
Special at —......_....__...-- 8105.00 

Delivered and Connected FREE 





er; bak oven ig 
18x18 inches. Made ~ J or left oven \ 4 y 
styles, steel and cast part ed x18x14. Broiling oven 18%x18x \ 
baked ebonite. An @xc evdiagly attractive 10. Like cut... 7.50 





and serviceable — at a special $h9.7 m4 


"Delivered and Lonnected FREE. 


121-23-25 Marion St. 





To See It Is to Want It. 
Soid on Small Payments at a small additional charge 


NICHOLAS HARDWARE Co. 


Phones: Oak Park 314-315 or Austin 0720 


door frame highly 
polished a sickel; door panels are convex and 
white porcelain; bas extra large 
surface and an 18x18 in. baking oven. Order 
yours today. Connestes free. “—“ga0.76 








and connected free. 


The largest and most complete showing of Gas Ranges in Cook Countw Over thirty styles to select from. Delivered 





Advertisement Equal to Four Columns. 
in Suburban Weekly Magazine. 


Company, Oak Park, Illinois, 


cago the matter of “Easy Payments” 
is, of course, of considerable im- 
portance, and most of the stores 
selling stoves and ranges are pre- 
pared to take care of customers who 
require that sort of accommoda- 
tion. 

It is our opinion that this method 
of selling is spreading, even though 
it has many unpleasant features; 
in fact, many medium sized cities 


Published by Nicholas Hardware 


wants of his people in this respect. 

Some stove merchants prefer to 
sell on “open account,” while others 
have more or less loose arrange- 
ments covering the payment, some 
with and some without a chattel 
mortgage feature. 

In smaller communities, 
the population does _ not 
around or away to any great extent, 
the rules covering such sales may 


where 
move 
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not need to be quite so strict, but in 
industrial centers with a more or 
less floating population, it would 
seem that a definite system for reg- 
ular payments, accompanied by a 
chattel mortgage is the most prefer- 
able. 





Good Advice for Your 


Stove Customers. 

The following item from one of 
the Chicago daily papers is worth 
while for stove merchants to bring 
to the attention of their customers. 
It was headed, “Care of Stove, Sav- 
ing of Work and Money,” and here 
is the item: 

“Gas bills and cookery both are 
affected by the burner inefficiency 
of your gas range, or your kero- 
sene stove. Be sure that they are 
properly adjusted to produce a 
clear, blue flame in the gas stove. 
Be sure that kerosene burners have 
daily care. It takes but a moment. 
First, don’t cut the wicks, instead, 
wrap a piece of tissue paper about 
the forefinger and press down the 
burned compact wick surface. Brush 
off loose particles from asbestos 
wicks with a stiff whisk broom, to 
make them last a long time.” 





Wants Repairs for ‘‘Ideal”’ 
Oil Cook Stove. 


To AMERICAN ARTISAN AND HArp- 
WAR RECORD: 

Please advise us where we can 
get repairs for the “Ideal’’ Oil 
Cook Stove. 

Yours truly, 
STOFFEL BROTHERS. 
——., Illinois, October 5, 1922. 





Be Sincere With Your 
Fellow Employees. 


Be sincere with your fellow 
workers. You will never win any 
success worth while at the expense 
of those working with you. If you 
outstrip them, let. it be by fair 
means. The Golden Rule is just as 
true a guide today as the day it was 
uttered. Practice this rule with 
your fellow workers. Treat them 
always as you would like them to 
treat you. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Members Only to Take 
Part in A. E. A. Show. 


Members of the Automotive 
Equipment Association only will be 
permitted to exhibit in the Fourth 
Annual Show of that organization 
when it opens November 13th at 
the Coliseum in Chicago. 

Previously, manufacturers and 
jobbers outside the association have 
been allowed to display their prod- 
ucts. Despite the new feature, it 
is announced that 265 spaces have 
already been allotted, and that de- 
mands are coming in constantly for 
more. 

The show will end November 
18th. 





Express Rates May Be 
Lowered After October. 


Whether the present level of ex- 
press rates is too high, as claimed 
by shippers, will be determined by 
the Interstate Commerce Commis- 
sion as a result of hearings which 
will be started on October 3oth 
The enquiry will go into the ques- 
tion of express charges on all com- 
modities in all sections of the coun- 
try, and will proceed along the line 
of the investigation of freight rates 


made last winter, which resulted in. 


a decided reduction in those rates 
in July. It has been complained by 
-hippers using express service that 
express charges are still at their 
high level, although freight rates 
have been reduced approximately 
10 per cent and the same arguments 
which resulted in the freight re- 
duction can be applied to express 
rates. 





Hardware Officials Discuss 
Reduction of Varieties. 


In the interests of simplification, 
President Casey, Jordan, Minne- 
sota; Vice-President Williams, Hot 
Springs, Arkansas, and Secretary 
Herbert P. Sheets, Argos, Indiana, 


all of the National Retail Hardware 
Association, spent a week in Sep- 
tember with Secretary Hoover at 
Washington. The subjects con- 
sidered were paints and varnishes, 
axes, hatchets, hammers, saws, files, 
shears and scissors and _ pocket 
knives. The meetings were very 
interesting, and it is felt by the 
national committee that a good start 
has been made towards the elimina- 
tion of the large varieties of goods 
which, for many years, have been 
adding to the overhead of manufac- 
turers. It is probable that the basis 
for simplification will be the war- 
time standards which were insisted 
upon by the government. 





Large Decrease Is Shown in 
Manufacture of Ammunition. 


The Department of Commerce 
announces that the census reports 
show a decided decrease in the ac- 
tivities of the establishments en- 
gaged in the manufacture of am- 
munition during the year I92I as 
compared with 1919. In 1921 there 
were 26 establishments with prod- 
ucts valued at $32,262,754, as com- 
pared with 42 establishments hav- 
ing products valued at $88,038,223 
in 1919. The decrease in value of 
products was $55,775,409, or 63.4 
per cent. The statistics do not in- 
clude establishments operated by 
the United States Government. 

There were 19 establishments 
which reported ammunition as their 
chief product in 1919 that are not 
included in 1921 for the following 
reasons; 8 reported products other 
than ammunition of chief value; 7 
were out of business; 3 were idle; 
and I was omitted because the value 
of its products was less than $5,000. 
There were 3 new establishments 
reporting for 1921, however, mak- 
ing a net loss of 16 establishments. 
The total value of products of the 
19 establishments reported in 1919 
but not in 1921 was $27,671,500. 


It is interesting to note that while 
cost of materials decreased over 22 
million dollars, and wages and sal- 
aries were nearly 18 million dollars 
lower, the “value of products” 
showed a decrease of nearly 56 
million dollars—forty per cent more 
than the sum total of material cost 
and wages and salaries. 

In other words, the price hard- 
ware merchants had to pay in 1921 
was much lower in proportion than 
in I9I9 as compared with cost of 
manufacture. 

Paper Shells, by the way, almost 
held its own in value of output, 
showing a decrease of about 16 per 
cent, while cartridges fell off 43 
per cent in value. 





File Works Files 
Extras Off List. 


Following out the conservation 
measures urged by Secretary of 
Commerce Hoover, the Delta File 
Works announces that it has 
trimmed its selling list of all super- 
fluous weight. 

“This new price list,” the com- 
pany announces, in explaining its 
act to the trade, “includes all the 
files needed by 95 per cent of your 
customers. The business of the 
other 5 per cent costs more than it 
is worth to you. This list has been 
compiled by the Delta File Works 
after a careful analysis of factory 
sales records over a period of years, 
and is offered as a measure of co- 
operation to help you avoid slow 
sellers and dead stock. 

“The furnishing of special files 
not on this list involves an added 
expense both to you and the factory 
which the business does not justify. 
We believe that, though adhering 
strictly to the items on this list may 
mean a lost sale now and then, your 
total net profit will be very greatly 
increased.” 

The list includes only about 75 
varieties and sub-varieties of files, 
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as against the much greater assort- 
ment which has been usual. 

Secretary Hoover has urged all 
manufacturers to simplify the va- 
riety of their product along pre- 
cisely the lines, and for the reasons 
given in the foregoing. 





C. & B. Steamers Will Operate 
Until November 15th. 


These beautiful autumn days are 
attracting many travelers to the lake 
routes. The magnificent steamers 
of the C. & B. Line are heated by 
steam throughout, and the traveler 
will find this a most convenient and 
comfortable mode of travel between 
Cleveland and Buffalo. Leaving 
Cleveland or Buffalo any evening at 
9 :00, the passenger, after a night of 
refreshing sleep, arrives at opposite 
end of route at 7:30 the following 
morning. The C. & B. boats will 
operate daily until November 15th. 

Automobile tourists will appre- 
ciate this splendid service, eliminat- 
ing as it does, 200 miles of rather 
uninteresting and tiresome road 
travel. The rates, too, are corres- 
pondingly low. 





Simmons Share Holders Receive 


$6.25 in Cash ond Stock. 

Holders of shares of the Sim- 
mons Hardware Company, under 
the consolidation of that company 
with the Winchester Company, will 
receive $3.75 in cash and $2.50 in 
preferred stock in the new Win- 
chester-Simmons Hardware Com- 
pany, George W. Simmons, vice- 
president of the St. Louis organiza- 
tion, announced. The exchange of 
securities is being made on the book 
value of the stock of the two com- 
panies in the merger, which in the 
case of the Simmons is figured at 
$6.25 a share on the 930,000 com- 
mon shares outstanding. There are 
also some other assets of uncertain 
value, which will later go to the 
Simmons shareholders. 

The officers of the Winchester- 
Simmons Company are as follows: 
Robert Windsor, senior partner of 
Kidder, Peabody & Company, Bos- 
ton, chairman of the board; John E. 
Otterson, president of the Winches- 
ter Company, president ; George W. 


Simmons, vice-president of the Sim- 
mons Hardware Company, vice- 
president; Henry Brewer, secre- 
tary; Lewis B. Haslam, vice-presi- 
dent of the Simmons Hardware 
Company, assistant secretary; R. 
E. Anderson, terasurer of the Win- 
chester Company, treasurer; Leslie 
H. Thompson, treasurer of the Sim- 
mons Hardware Company, assistant 
treasurer. The directorate of the 
Winchester-Simmons Company in- 
cludes Wallace D. Simmons, Ed- 
ward H. Simmons and Roy H. God- 
dard, officials of the Simmons Hard- 
ware company. 

George W. Simmons declared 
that the physical consolidation of 
the business is progressing satisfac- 
torily and on October 1, the sales 
force, now consolidated, will be 
traveling out of the most convenient 
house for the new firm. The cities 
in which the Winchester-Simmons 
Company has houses are: St. Louis, 
Boston, Philadelphia, Toledo, Min- 
neapolis, Sioux City, Wichita and 
Los Angeles, where the houses of 
the Simmons Hardware Company 
are located, and Atlanta, Chicago, 
Kansas City, San Francisco and 
Portland, Oregon, which belong to 
the Winchester Company. 

Mr. Simmons has returned to St. 
Louis after holding a series of four 
state conventions of Winchester- 
Simmons dealers and will preside 
at fifteen more such conventions be- 
fore the end of the year. He said 
that the dealers who are __stock- 
holders of the Winchester Com- 
pany or of the new companv all in- 
dicated their approval of the 
merger. 





Two-Cent}Stamp Carries Letters 
to Many Foreign Countries. 


The two-cent stamp will now 
carry a one-ounce letter to half a 
hundred foreign countries in addi- 
tion to the postoffices of the United 
States and its possessions. The two- 
cent rate was recently put into ef- 
fect to the Argentine, Brazil, Costa 
Rica, Ecuador, Jamaica, Marti- 
nique, Bermuda, Haiti, and Spain 
and her colonies. The Pan-Ameri- 
can postal conference at Buenos 
Aires in September, 1921, put its 


October 14, 1922, 


approval on the two-cent stamp and 
the post office department hopes that 
many of the republics of the West- 
ern hemisphere still maintaining 
higher foreign postage rates will re- 
duce them. 





Be Sure You Buy Only 


Genuine Razor Blades. 

A new menace has invaded the 
ranks of the cutlery trade in the 
iorm of counterfeit safety razor 
blades. Unless checked and dis- 
couraged this is an evil that bids fair 
to work serious havoc with the re- 
tailers and jobbers, as well as with 
the manufacturers, for the discovery 
of bogus blades on the shelves of 
the dealer means immediate confis- 
cation without redress, even though 
the same may have been paid for in 
good American dollars. 


An instance of this was brought 
to light lately when the American 
Safety Razor Corporation charged 
Philip Marks, of New York, with 
counterfeiting the trade-mark used 
on blades. Marks was held in 
$3,300 bail, detectives having seized 
thousands of spurious razor blades 
bearing the trade-mark of the com- 
pany. 

Several complaints had been re- 
ceived by the American Safety 
Razor Corporation, that . someone 
was making inferior Gem _ blades 
bearing the label of the corporation. 
A jobber in the Bronx was found to 
be in possession of $1,000 worth of 
the spurious blades. These were 
seized and their origin traced to 
Marks. Marks was charged with 
grand larceny and counterfeiting 
a trademark. The jobber loses his 
entire investment in the spurious 
blades, has absolutely no redress 
and is, as a matter of fact, lucky 
to escape prosecution as a conspira- 
tor. 

Dealers who are offered attrac- 
tive bargain prices on blades would 
do well to look carefully before they 
purchase, as the bogus goods are 
prepared in a style to deceive, with 
counterfeit trademarks, labels, etc. 
The manufacturers, aided by the 
cooperation of. district attorneys, 
are conducting a vigorous crusade 
in.the interest of the public. -°» ~ 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


PAINT DISPLAY 
OF UNUSUAL MERIT. 


The window display shown in 
the accompanying illustration was 
arranged by Albert C. Hoffman for 
S. S. Nave, Huntington, Indiana, 
and was submitted by Mr. Hoffman 
in the recent Window Display Com- 
petition conducted by AMERICAN 
ARTISAN AND HARDWARE RECORD. 
His description of the window dis- 
play follows: 





This window is seven feet deep 
and twenty feet wide; owing to the 
size of it a portion is not shown in 
the photograph. 

On the floor to the right and left 
of an oblong design in the center, 
squares were formed by using cans 
of paint of different sizes; the 
smaller size was used in the center 
of the outer part of the square and 
the larger sizes extended both ways 
from the center to the corners, with 
smaller cans piled on top of the 
large corner cans, the smaller ones 
tapering upward. In the center of 


these squares a large can was 
placed and smaller ones tapering 
upward. 

Around this center on the inside 
of the squares brushes of various 
sizes and kinds were arranged. 

An oblong design made similar 
to the square ones was placed in 
the center of the window. In the 
center of this a large key was 
placed and a sign which read “The 
Key to Successful Painting.” - On 
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made of paper boxes, openings be- 
ing cut through for windows. 

The stacks were made of three 
inch pipe enameled black, while the 
smoke was made of steel wool. 
This boat was wired and miniature 
colored lights were used on it with 
a white light on the front and a red 
on the back, and you can see 
it was one hundred per cent Amer- 
ican by the flag it carried. The back 
ground of the boat was made of 
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the inside of this design were placed 
brushes, scrapers and suggestions 
for successful painting. Back of 
this center design we built a steam- 
boat, which attracted a great deal 
of attention. The sides of this boat 
were made with two six foot cross 
cut saws bolted together at the ends. 
A wooden frame was made to form 
the upper and lower decks. The 
enclosure between the upper and 
lower deck was made of card board 
with windows painted on same and 
a stairway leading to each deck. 


The cabin on the upper deck was 





Attractive Window Display of Paints, Arranged by Albert C.Hoffman for S. S. Nave, Huntington, Indiana. 


cans of Burdsal Steamboat Paint. 

The large signs to the right and 
left were placed against the back of 
the window resting on cans of 
paint. The small signs to the right 
and left called attention to the dif- 
ferent kinds and uses of paint, 
while the sign in the center brought 
forth the fact that “Now is the 
Time to Paint.” 

This: display proved very satis- 
factory and resulted in increased 
sales, also gave us prospects for 
sales, also gave unusually excellent 
prospects for larger future sales. 
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Old Customers’ Week Draws 
Increased Trade. 


Each year H. F. Hart, a suc- 
cessful merchant of Long Prairie, 
Minnesota, conducts an “Old Cus- 
tomer’s Week,” utilizing the old cus- 
tomer as a drawing card for :n- 
creased trade. All old-time custom- 
ers are invited to be present to meet 
other old-timers of the same town 
or neighboring towns, with the store 
sales force on hand to make things 
comfortable for the visitors. Fea- 
tures of the week are a number of 
contests in which the old folks par- 
ticipate. 

Several weeks before the actual 
event the store sends out announce- 
ments to the entire list of custom- 
ers. During the last “Old Custom- 
er Week” the store paper contained 
pictures of some of the store’s old- 
est customers, with a number of 
testimonials from the oldest and 
most prominent customers. A spe- 
cial reunion was held at the store on 
Saturday, when the old folks were 
invited to a repast in the store. The 
important feature of this event was 
a contest to determine the oldest 
person visiting the store during “Old 
Customer’s Week” who had traded 
with the store ten years or more, 
and the winner was featured later 
in the store paper and in other spe- 
cial announcements. 











| Coming Conventions | 


National Hardware Association 
Marlborough-Blenheim Hotel, Atlantic 
City, New Jersey, October 17, 18, 19, 
and 20, 1922. T. James Fernley, secre- 
tary-treasurer, 505 Arch Street, Phila- 
delphia, Pennsylvania. 

American Hardware Manufacturers’ 
Association, Marlborough-Blenheim Ho- 
tel, Atlantic City, New Jersey, October 
18, 19 and 20, 1922. F. D. Mitchell, 
secretary-treasurer, 1819 Broadway, 
New York City. 

Western Implement, 
Hardware Association, Kansas City, 
Missouri, January 16, 17, 18 and 19, 
1923. H. J. Hodge, Secretary, Abilene. 
Kansas. 

Texas Hardware and Implement As- 
sociation, Dallas, Texas, January 23, 24 
and 25, 1923. A. M. Cox, Secretary, 
822 Dallas County Bank Building, Dal- 
las, “Texas. 

Mountain States Hardware and Im- 
plement Association, Denver, Colorado, 
January 23, 24 and 25, 1923. W. W. 
McCallister, Secretary-Treasurer, Boul- 
der, Colorado. 








Vehicle and 


Kentucky Hardware and Implement 
Association and Exhibition, Jefferson 
County Armory, Louisville, Kentucky, 
January 23, 24, 25 and 26, 1923. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

West Virginia Hardware Association 
Convention and Exhibition, Huntington, 
West Virginia, Januaiy 30 and 31, and 
February 1, 1923. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 

South Dakota Retail Hardware As- 
sociation, January, 1923. (Place to be 
announced later.) H. O. Roberts, Sec- 
retary, 1120 Metropolitan Life Build- 
ing, Minneapolis, Minnesota. 

Idaho Retail Hardware and Imple- 
ment Dealers’ Association, Boise, Idaho, 
January 31, February 1 and 2, 1923. E. 
E. Lucas, Secretary, Hutton Building, 
Spokane, Washington. 

Indiana Retail Hardware Association 
Convention and Exhibition, Indianap- 
olis, Indiana, January 30 and February 
1 and 2, 1923. G. F. Sheely, Secretary. 
Argos, Indiana. 

Oklahoma Hardware and Implement 
Association, The Auditorium, Okla- 
homa City, Oklahoma, January 31, 
February 1, 1923. W. A. Clark, Secre- 
tary-Treasurer, 209% West Main 
Street, Oklahoma City, Oklahoma. 

Nebraska Retail Hardware Associa- 
tion, Convention and Exhibition, Feb- 
ruary 6 to 9, 1923, Omaha, George H. 
Dietz, Secretary-Treasurer, 414 Little 
Building, Lincoln, Nebraska. 

Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 6, 7, 8, 9, 1923. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. 
Marine City, Michigan. 

Virginia Retail Hardware Association, 
Norfolk, Virginia, February 7, 8 and 9, 
1923. Thomas B. Howell, Secretary, 
Richmond, Virginia. 

Wisconsin Ketail Hardware Associa- 
tion, Milwaukee Auditorium, Milwau- 
kee, Wisconsin, February 7, 8 and 
1923. George W. Kornley, Manager of 
Exhibits, 1476 Green Bay Avenue, Mil- 
waukee, Wisconsin. 

Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, Philadelphia Commercial 
Museum, Philadelphia, Pennsylvania, 
February 12, 13, 14, 15 and 16, 1923. 
Sharon E. Jones, Secretary, 1314 Ful- 
ton Building, Pittsburgh, Pennsylvania. 

Ohio Hardware Association Conven- 
tion and Exhibition, Cleveland, Ohio, 
February 13, 14, 15 and 16, 1923. Ex- 
hibition in the new Municipal Hall. 
James B. Carson, Secretary, 1001 
Schwind Building, Dayton, Ohio. 

Illinois Retail Hardware Association 
Convention and Exhibition, Hotel Sher- 
man, Chicago, Illinois, February 13, 14 
and 15, 1923. L. D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 

Iowa Retail Hardware Association 
Convention and Exhibition, Des Moines. 
Iowa, February 13, 14, 15 and 16, 1923 
A. R. Sale, Secretary, Mason City, Iowa. 

North Dakota Retail Hardware As- 
sociation, Grand Forks, North Dakota, 
February 14, 15 and 16, 1923. C. N 
Barnes, Secretary, Grand Forks, North 
Dakota. 

Missouri Retail Hardware Associa- 
tion Convention and Exhibition, Plan- 
ters Hotel, St. Louis, Missouri, February 
20, 21 and 22, 1923. F. X. Becherer, 
Secretary. 5106 North Broadway, St. 
Louis, Missouri. 

Minnesota Retail Hardware Associa- 
tion, Duluth, Minnesota, February 20, 
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A. J. Scott, Secretary, 
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21, 22 and 23, 1923. H. O. Roberts 
Secretary, 1120 Metropolitan Life Build. 
ing, Minneapolis, Minnesota. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, 
Mechanics’ Building, Boston, Massa- 
chusetts, February 21, 22 and 23, 1993. 
George A. Fiel, Secretary, 10 High 
Street, Boston, Massachusetts. 

New York State Retail Hardware As- 
sociation Convention and Exposition, 
Rochester, New York, February 20, 2], 
22 and 23, 1923. Headquarters, Powers 
Hotel. Sessions and Exposition at Ex- 
position Park. John B. Foley, Secre- 


tary, City Bank Building, Syracuse, 

New York. 
Hardware Association of the Caro- 

linas, Columbia, South Carolina, 


May 8, 9, 10 and 11, 1923. T. W. 
Dixon, Secretary-Treasurer, Charlotte, 
North Carolina. 

Arkansas Retail Hardware Associa- 
tion, May, 1923. (Place to be an- 
nounced later.) L. P. Biggs, Secretary, 
815-816 Southern Trust Building, Little 
Rock, Arkansas. 

National Retail Hardware Associa- 
tion, Richmond, Virginia, June, 1923. 
Herbert P. Sheets, Secretary-Treasurer, 
Argos, Indiana. 

Southeastern Retail Hardware and 
Implement Association, covering Ten- 
nessee, Alabama, Georgia and Florida. 
(Date and place to be announced later.) 
Walter Harlan, Secretary-Treasurer, 
701 Grand Theater Building, Atlanta, 
Georgia. 


| Reta Hardware Doings 

















Illinois. 

H. Wellopp has sold his hardware 
store at Maroa to Bert Myers. 

Charles Reibansperger has purchased 
the hardware store of W. J. Donavin at 
West McHenry. Mr. Donavin will con- 
tinue in the plumbing and heating busi- 
ness. 

L. J. Bone has purchased the Heston 
Hardware Company at Greenville. 

Mr. Wendt of Dundee is planning to 
dispose of his hardware business in the 
near future. 

Iowa. 

The Cory Hardware Store of Elkhart 
has been damaged by fire. 

W. W. Tenhoff has opened a hard- 
ware store in the Harrison Block on 
West Third Street, Tama. 

The hardware store of Ellerbrook and 
Clarkson of Yetter has been damaged 
by fire. 

Kansas. 

The Blair-Speck Hardware Compan) 
will move to a larger place in the West 
Side after January Ist. 

Mich‘gan. 

Clarence Schribner is remodeling the 
Old Record Commercial Building at 
Monroe and will occupy it with a stock 
of hardware. 

Minnesota. 

George Domian and Frank Smith 
have purchased an interest in the Hewitt 
Hardware store at Hewitt. Ed Thomp- 
son has retained a third interest. 

Holm Brothers of Atwater have pur- 
chased the J. W. Settergren hardware 
store at Grove City. 

Wisconsin. 

Joseph Pawalak has opened a hard- 

ware store at Thorp. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Ruildings. 


Up Goes Steel; 
Down Go Discounts. 

Owing to successive advances in 
the price of steel, the Haynes-Lan- 
genberg Manufacturing Company, 
St. Louis, announces this week that 
it has been compelled to change the 
discount on “Front Rank’  fur- 
naces. The reduction took effect 
October 5th. It was forced, ac- 
cording to the management, by un- 
expected demands for furnaces 
which compelled it to go into the 
steel market and purchase at the 
higher price. 


Error in Name Among List 
of Heating Books. 

In the list of authorities on heat- 
ing and ventilating problems, pub- 
lished on page 21 of our September 
sixteenth issue, a typographical 
error made it appear that J. D. H. 
Wiman is connected with the De- 
partment of Practical Mechanics. 
The right name is, of course, J. D. 
Hoffman, who for many years has 
given much of his time toward the 
upbuilding of better practice among 
installers of warm air _ heating 
plants. 


Jordan Discusses Ventilation for Small 
Houses and Other Residential Buildings. 


British Heating and Ventilating Engineer Tells of His Experi- 
ences in Investigating This Important Feature of Construction. 


N THE British trade paper, 

Domestic Engineering, the fol- 
lowing interesting article on ven- 
tilation of small residences is pub- 
lished, the article being written by 
Arthur W. Jordan: 

The first great problem to over- 
come in the small house is ignor- 
ance and the next is prejudice, nor 
are these much more favorable to 
the domestic engineer in larger resi- 
dences. One of the greatest archi- 
tects of domestic buildings who 
ever lived was Norman Shaw, and 
when a friend of the writer’s once 
asked him how best to ventilate 
such places he replied: “Open 
doors and windows.” That was 
probably the best answer that could 
be made to the question. 

Being desirous of ascertaining at 
first hand how far this prejudice 
against natural ventilation carried 
the ordinary matron, the writer 
some five or six years ago took the 
tuatter in hand himself. Taking the 
houses in a good class suburb of 
London on a warm autumn eve- 
ning he regularly counted those 


which had any windows open or 
any other palpable form of ventila- 
tion. After noting several hun- 
dreds of these houses on that eve- 
ning he found that the number hav- 
ing any windows or fanlights open 
was exactly II per cent, the re- 
mainder appeared to be closed up 
tightly ds far as could be seen from 
the road. Even if windows were 
open on the other side of these 
houses there would be no through 
ventilation. 
Cause of Many Diseases. 

The inhabitants of such houses 
are the first to wonder why influ- 
enza, diphtheria and scarlet fever 
spreads so rapidly, and why the au- 
thorities do not take steps to pre- 
vent them doing so. The answer 
is to be found in their own unventi- 
lated stuffy sitting and bedrooms. 
It is true that we have outlived the 
sandbagged windows of our 
mother’s time, but the stove regis- 
ter is down and the chimney is 
closed. With doors and windows 
closed the rooms are practically air- 
tight, and the germs of the above 


and other diseases have the place 
10 themselves. 

The open door and window not 
having a chance the problem next is 
what can take the place of these. 
Most practical people will answer 
“nothing can be more efficient,” and 
except by being surreptitious and 
unobtrusive so as not to excite 
either ignorant prejudice or wilful 
opposition, this is true; but the only 
effective form of ventilation in 
many small houses has to possess 
both these characteristics to escape 
notice that would probably cause 
steps to be taken to render it non- 
effective. The average woman’s 
idea of a ventilator of any sort be- 
ing usually something to be 
stopped up. 

Where air bricks are introduced 
in the walls of a house beneath thé 
dampcourse there is some chance of 
air getting into a room if the skirt- 
ing board and the floor are not a 
perfect fit, as they very sedom are, 
or if the floor boards are plain shot 
edged and do not fit too closely or 
if they shrink a little. This, how- 
ever, is accidental ventilation as it 
may be termed rather than pur- 
posely designed, and its effective- 
ness is mere chance work. Often, 
too, floors are carefully covered 
with linoleum or wax painted, or 
varnished after the necessary 
smoothing and filling. 

What is a much more effective 
torm of ventilation is a gauze-lined 
grid introduced into the skirting 
hoard say on two sides of the room. 
Generally in new houses there is a 
space between the floor board and 
the wall, in other cases one could 
soon be cut. If likely to be behind 
a sideboard or bookcase all the bet- 
ter for the grid, there would then 
be less chance of it being noticed by 
materfamilias and being according- 
ly stopped up. This is an excellent 
way to introduce air into a room 
the chimney of which smokes for 
the want of it, as many do in these 
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airless apartments. With a fine 
gauze filter little or no draught can 
be felt quite near, and if screened 
by a piece of furniture the most 
sensitive or suspicious housewife 
would fail to feel any wherever she 
may sit. 
Must Provide Outlet for Air. 

Having got air into the place the 

next thing is to find an outlet for it. 
This is commonly done by putting 
in a silk or mica flap ventilator in 
the chimney breast. That seldom 
pleases the good lady of the house 
and in truth it needs doing with 
considerable discretion. If the 
chimney is subject to much down- 
draught it may improve it, but that 
at least is doubtful. A _ slight 
tendency to this trouble may be 
cured by this means, but seldom a 
bad case. The resultant troubles in 
such cases may be easily imagined, 
for it is seldom either mica or silk 
flap, however well fitting, will keep 
smoke out of the room under these 
conditions. 
*Providing such trouble is not 
likely to occur the ventilator may be 
put in, but it will be best if put at 
the side of the chimney breast, if 
this be possible, rather than at the 
front. It is less obtrusive in the 
former position, and providing it 
behaves itself silently, is not so like- 
ly to incur suspicion, distrust or 
interference. It will do its work 
quite as well and not infrequently 
render better service if put on the 
inner side of the breast, that is the 
side farthest from the window 
where the latter is the only means 
of illumination and is on one side 
of the fireplace or before it. Many 
women consider a grid in the chim- 
ney breast to be a disfigurement, 
and that at once provokes a hos- 
tility that only waits for the first 
convenient occasion to cover it with 
wallpaper. 

Even with the provision of a 
tobin tube as inlet, an outlet of 
some sort is necessary, and there is 
really nothing better than the grid 
on the chimney breast where good 
flue draught is certain, except the 
window open at the top. Where 
the grid in the skirting board fails, 
the tobin tube is likely to do also. 
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Fussy people will find a draught at 
their feet in the one case and at 
their hands in the other, whether 
such exists or not. Many a tobin 
tube has the writer found stuffed 
with rags, even in the summer 
time, and most practical people 
have had such experience. 

Air Inlet Near Floor. 

The grid in the skirting board is 
not so easy to stop up in any way; 
certainly rags would be intolerable 
in a decent house in such a posi- 
tion, and so it has to be allowed to 
do its work with no more interfer- 
ence than the back of a sideboard 
or cabinet to hide it. Besides, air 
let in from the bottom of the room 
is more beneficial than that enter- 
ing from a height of six feet or so. 
Draughts are more likely to be felt 
if the inlet is as high even as the 
bottom of the window, especially 
should the supply of fresh air be 
a direct one. It is sometimes ob- 
jected that the air taken from be- 
neath the floor is not good, that it 
is damp, unwholesome, and smell- 
ing of mildew. 

This sort of thing ought not to 
arise, and never does, in a house 
built with proper attention to the 
foundations. With a layer of con- 
crete over the site, and good and 
efficient dampcourse, and sound 
timber in the joists and flooring, the 
air from the space enclosed there 
ought to be as sweet and as whole- 
some as any. Of course, whtre any 
domestic engineer found conditions 
the contrary of this he ought not 
to take his inlets from such a 
source. There are cases where the 
air from this underspace would be 
very inimical to health, but this 
would be so obvious to the ventilat- 
ing engineer that he should call at- 
tention to the state of the matter 
and take his air from a _ purer 
source. 

It must not be forgotten that air 
taken from outside direct only just 
above the ground is apt, especially 
in wet weather, to be more mois- 
ture-laden than that taken from a 
dry space beneath the floor. Here 
the outside air would be likely to 
lose some of its dampness and by 
the time it reached the grid would 
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be reasonably dry. The provision 
of dry air is desirable in most cases, 
but today there are circumstances 
where the humidity may well be 
higher than normal. 


Radiators Dry the Air. 

Such conditions obtain where 
rooms are heated by gas stoves and 
radiators. There can be no deny- 
ing the drying action of this heat 
in the ordinary living room, and 
where such is the usual means of 
warming, there need be no fear on 
taking air in from beneath most 
floors in the way indicated. The 
convenience of gas heaters of one 
sort or another appeals to many 
people, and more are being installed 
than ever before. Nevertheless 
their consumption of oxygen is con- 
siderable and that has to be re- 
placed to keep the rooms healthy. 
Hence the need for more and im- 
proved ventilation in the smaller 
residence. 

The domestic engineer, in in- 
stalling gas fires or heaters of any 
sort, should draw attention to the 
need for more and better ventila- 
tion to give them a chance of prov- 
ing their good qualities. More 
work would come by so doing, and 
that done would give greater satis- 
faction. Too often these means of 
heating are put in without any ref- 
erence to ventilation, and they get 
a bad name because they cannot 
function properly, and at times they 
have to be removed through no 
fault of their own. If at the same 
time they were fixed the question 
of ventilation of the room received 
attention this disappointment and 
trouble would not ensue. 


While the domestic engineer 
never should earn the stigma of 
being ready to make a job for him- 
self, the fear of that should not 
deter him from calling attention to 
all parts of the subject. Gas heat- 
ing, and other heating too, is so 
closely bound up with the question 
of ventilation that he is not serv- 
ing his client well if he abstains 
from tackling the whole matter at 
the start of the job, and he certain- 
ly is not doing his line of business 
any good, or himself either. 
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William C. Koenneman Joins 
GiltEdge Sales Staff in Iowa. 


With headquarters at Des 
Moines, William C. Koenneman, 
who is a thoroughly experienced 
warm air heating man, has been ap- 
pointed as Sales Representative for 
lowa, of R. J. Schwab & Sons Com- 
pany, Milwaukee, Wisconsin, manu- 
facturers of GiltEdge warm air 
furnaces and boilers. 





Furnace Installer Uses Names 
of Customers as References. 


“The best argument any one can 
present for the purchase of any 
article which he offers for sale is 
the recommendation of some satis- 
fied purchaser of that article.” 

That is the principle on which 
Jack Laurie, “The Furnace Man,” 
of Churubusco, Indiana, acts, as in- 
dicated in the advertisement repro- 
duced in the accompanying illus- 
tration. 

Mr. Laurie lists the names of 46 
purchasers of his warm air fur- 
naces. One of them has bought 
three, another used one in his store 
and one in his home. He has in- 
stalled a furnace in the City Hall 
and three of the school buildings 
are also heated with furnaces sold 
and installed by Mr. Laurie, like- 
wise two of the parsonages. 
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On the other hand, good work 
loses much of its effect on future 
sales unless it is followed up with 
a definite sales campaign. 

The old saying, that work well 


done is its own reward, does not 





RECORD 37 


hold good in a business sense, un- 
less you do something to make other 
folks know that you are doing good 
work. People seldom go out of 
their way to boost the man who does 
not boost himself. 


Now isthe Time! 





You can laugh at your fuel bill this 
winter if you install one of Jack 


Laurie’s Furnaces. 


oy 








Spangler & Grouletf 


Adolph Felger 


Yes, | know itis hot! 
But think of next 


be cold.- Place your 
order now for a fur 


f} nace-so we éan take 


care of you in time. 
Every user-of my fur- 


4 nace is a satisfied 


user. Belowis a par- 
tial list of those us- 
ing my Furnaces. 


George Smith 
Caurubuseo City Asi! 


Lumber Company Wm, Pooke 
Churubusco High Sc!.oo]| Homer Stockert 


It looks to us as if he has used Diffendaffer Bros NTore 


pretty good judgement in picking Nu-Tone Compan. James King Url:n MeGuire 

his customers, for certainly these Merriam Scbocl Wm Kridér T) omas Hufty 

places are visited f requently by his Nickey ‘ci:ool Tobe Pence Charies Zumbrum 
Otto Shealy Bakery Caas. Krider lvan Yar 


prospective customers, who can 
thus form their own opinion of his 
furnaces—aided, of course, by their 


Syivesier Emrick 
A A Anderson 
M E Parsonage 


Henry Ditmars 
Mrs Jieob Kic: ler 
Albert Traelove 


Otto Shealy Home 
Wm. Birnhart 
Mrs. Huma Dafforn 


favorable opinions of those who Joe Harter Char.es Feo! U B Parsonage 
: . ozelle Frazier Waher Raypofe Frank Fogel 
spend = considerable portion of hae Lamle Francis Senden Mrs Sesthe Deardorif 
their time under the beneficent in- Sam Arnold John Hefflinger Joe Luckey 
fluence of the Laurie furnace! Lawrence Jones Elmer Gandy Office S dney Ort 
Avalon Farms Co —3 ~—_ Ed Geiger Ervin Eagley 


Mr. Laurie is doing some very 





excellent advertising, but evidently 
he has laid the foundation for that 
good advertising by having per- 
formed the work of installation in 
a careful and efficient manner. 

Advertising—no matter how well 
it may be done—will avail little un- 
less it is backed by the sort of repu- 
tation that makes for confidence in 
the printed or spoken form of sales 
effort. 


All Are Well Satisfied Users. 





lf You Want The Best, I’ve Got It. 
Jack Laurie 


The Furnace Man 


Main St. 


Good Advertising of 


Furnaces. 


Churubusco, Ind. 


Published by Jack Laurie, 


Churubusco, Indiana. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


PATTERNS FOR MODILLON 
AND DENTIL. 

By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. Louis, 
Written especially for 
Artisan and Hardware 


Missouri. 
American 
Record. 
Not all cornices are designed for 
modillons and dentils but very often 
they are added as an extra orna- 
mental feature and in that case they 
must also be laid out and added. In 
our drawing the shaded side and 
front view shows the design of 
modillon under development. The 
dentil is also indicated this way. 
Brackets are also often used in 
place of modillon and many times it 
is difficult for the workman to de- 


PROFIL EF 
OF CORNICE 














off and a bracket begins. But by a 
fine just where a modillon leaves 
little reflection, a modillon is always 
more or less straight as we show 
it, while the bracket is curved down- 
ward placing a leg downward on 
the wall as well as on the plancier of 
cornice. The detail of cornice must 
first be designed full size and then 
the modillon is set in place. The 
front view is only used for giving 
the width and showing that it con- 
forms with the outlines of side view 
of the front miter. This shows that 
the patterns for sides can also be 
used for the pattern for front and 
saves a separate development. Di- 
vide all curved lines in equal parts 
and number each point and bend. 
Then pick the girth from side ele- 
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t :. Patterns for Modillon and Dentil. 


"Hotel Statler. 


vation as 1-2-3-4-5, etc., and set be- 
low. Draw stretchout lines through 
these points and then from each 
point in side of modillon drop lines 
until they intersect similar lines in 
pattern. Join these intersections 
with lines and you have the pattern 
for the sides and bottom of modil- 
lon. The front can be picked direct 
from the side pattern only we might 
say that in case the design of front 
differs somewhat from the side, 
then the one must be developed 
from the other. That is, the girth 
1-2-3, etc., to 8 of side will be the 
girth for that pattern for front be- 
cause the pattern for front must be 
bent to these outlines. In the same 
way, the girth will be picked from 
the front side lines and set off in the 
pattern for side and developed from 
them. This is necessary because the 
pattern for the side must be bent 
to suit the shape in the pattern for 
front. Laps for soldering these 
corners must be allowed extra and 
the back end of the sides are merely 
butted against the bed mould and 
soldered. 

The pattern for dentil is laid out 
by merely reproducing the side view 
and adding the width of front and 
the bottom as shown in pattern. 
Otherwise there is no particular de- 
velopment for it. 





St. Louis Sheet Metal Contractors 
Prepare for 1923 Nat'l Convention. 


The 1923 National Convention 
Committee has been appointed by 
the two St. Louis locals organized, 
and is already making plans for the 
Nineteenth Annual National Con- 
vention.. The dates will -be ‘June 
25-29. The headquarters will be at 
The officers of the 
committee are: 

Chairman, Henry Stark; Vice- 
chairman, George H. Walchli; 
Secretary, E. B. Langenberg; As- 
sistant secretary, Otto E. Cluss: 
Treasurer, H. W. Symonds. 
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The other members of the com- 
mittee are: 

F. B. Higgins, F. T. Bokern, 
Julius Gerock, Jr., Luke Tiernan, 
‘A. P. Faessler, G. H. Walchli, E. C. 
Grenzebach, Walter Krueger, L. R. 
Schleier, G. E. Kohlmeyer, Harry 
Gevecker, P. R. Pollard, William 
Kelsch. 

All communications relative to 
the convention should be sent to 
Secretary E. B. Langenberg, 4045 
Forest Park Boulevard. 





Subscriber Submits Solution 
of Swing Joint Pipe Protlem. 


On page 28 of our September 
16th issue, one of our subscribers 
asked for suggestions as to how he 
might make a swing joint pipe for 
use in grain elevator or mill. 

We have received from Will- 
iam H. Gast, one of our Indiana 
Subscribers the following letter to- 
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Have the neck on the hopper ex- 
tend into the joint with the ring on, 
but it must not be tight or it will in- 
terfere with turning. The lugs or 
clamps that hold the joint in place 
are to be riveted to the neck of the 
hopper. 

If there is room at the ceiling | 
would suspend this pipe from a 
chain fastened to a wheel running 
on a track, the track to have a ra- 
dius to correspond to the sweep of 
the pipe. 

Yours respectfully 
Wo. H. Gast. 
—, Indiana, October 9, 1922. 





Detroit Sheet Metal Men 
Have Interesting Meeting. 

The Detroit Sheet Metal and 
Roofing Contractors’ Association 
at their regular meeting, Monday, 
October 9, inaugurated a series of 
educational talks that will be a part 
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gether with a drawing for a swivel 
joint, which is shown in the accom- 
panying illustration: 

To AMERICAN ARTISAN: 

Your issue of September 16th 
contains an inquiry from J. Kev- 
lin, for a swing joint. I am inclos- 
ing a sketch of a swivel joint that I 
have used in grist mills and it has 
always worked O. K. 
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of each meeting for the balance of 
the year. 


R. C. Mahon, of the R. C. Ma- 
hon Company, spoke on “Modern 
Business” and outlined every req- 
uisite of a successful business or- 
ganization, from the shop to the 
office. emphasizing the necessity of 
proper cost records, an established 
credit and a reputation for good 
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workmanship. To get the business 
today with the keen competition 
one must meet, a sheet metal man 
must be a real salesman, and with 
a good standing with the public the 
battle is half won. 


Christopher Young, of the How- 
ie Company, had “Cost Systems” 
for his subject. He used a 
chart by which he outlined the rela- 
tive value of the dollar spent to the 
dollar earned, and the profit neces- 
sary in the dollar when it comes 
back. 

Mr. Young’s talk made such a 
favorable impression and proved sc 
interesting to the members, that we 
will endeavor to give it to the read- 
ers of AMERICAN ARTISAN as soon 
as he can get it in shape for publi- 
cation. 

Louis Oehring, of the Robert Hut- 
ton Company, spoke on “Overhead.” 
He showed that this was a factor 
to be reckoned with at all times and 
explained the various ways of de- 
termining it in the sheet metal busi- 
ness. To be successful one must 
always give due consideration to 
this ever prevalent item that is so 
often overlooked. 





New Chicago Trade School 
Adds Sheet Metal Department. 


Sheet metal work was added to 
the curriculum of the free trade 
school maintained by the Chicago 
Citizens’ Committee to Enforce the 
Landis Award on Wednesday night. 
October 11, 

The first pupils were twenty 
picked Landis award journeymen 
now employed in sheet metal shops 
in the city. They are to be given 
special instruction in layout work 
according to Educational Director 
C. L. Bailey, who will teach the 
class himself. 

“In Cincinnati,” said Mr. Bailey. 
“every journeyman was expected 
to be able to lay out his own work, 
Chicago, however, follows the New 
York system, which maintains a 
few highly skilled layout men who 
do nothing but map out work for 
their associates in these shops. 

“The twenty men in the class will 
he given special training in this line. 
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Besides being a step upward, from 
the viewpoint of skill, it will place 
the men in a position where they 
should be able to qualify as shop 
superintendents whenever the op- 


portunity for promotion occurs.” 

This class, Mr. Bailey said, will 
meet only at night, and will be held 
in one of the schoolrooms at 500 
South Throop street. 


Selling Ability Is Just as Important as Know- 
ing How to Do the Job in Proper Manner. 


Warren Carter, Prominent Sheet Metal Man, Points 


Way for 


N THE following article written 

at the request of the Roofing, 
Metal and Heating [:ngineers of 
Philadelphia, Warren Carter, mem- 
ber of the well-known metal supply 
house of Carter, Donlevy and Com- 
pany, points out the vital importance 
of cultivating real salesmanship, in 
order that the sheet metal contrac- 
tor may secure the business to 
which his technical knowledge 
should entitle him: 

I would stress now the vital im- 
portance and real necessity of ev- 
ery Sheet Metal Man becoming a 
salesman for the product of his 
craft. 

Why? Because the time is past 
when the Sheet Metal Contractor 
and Engineer can rest in content- 
ment, following the lines of least 
resistance feeling that where his 
services are required they will be 
duly called for at the proper time. 

Reference is constantly made to 
old tin roofs that have been in use 
30, 40 or 50 years and still render- 
ing service. At the time such roofs 
were applied, Tin Plate as a product 
for roofing had little or no compe- 
tition. Its value and worth were so 
well known that it was a tin or cop- 
per roof for ordinary surfaces or 
nothing. 

Also time was not so very many 
years ago when the good old hot air 
furnace had the call and was con- 
sidered on practically all jobs where 
a stove would not answer. 

But other forms of roofing and 
heating have loomed up strong, and 
building construction has been 
changed to meet requirements of 
such different articles. This has 


come as a result of thorough adver- 
tising and persistent and aggressive 


Sheet Metal 


Contractor to Success. 


sales efforts on the part of the mak- 
ers or producers of these products. 
Now they are strong and very for- 
midable competitors of sheet met- 
als. 

The services of the Sheet Metal 
Man are required and needed today 
in a vast way, but are not called into 
full play, owing to the very aggres- 
sive salesmanship tactics pursued by 
competitors in other lines, particu- 
larly in roofing and heating, as al- 
luded to. ; 

It is a fair statement that the 
products from which our materials 
are made should have no competi- 
tion for their respective uses when 
properly placed, but most unfortu- 
nately they do. Many misfits are 
on and in buildings where sheet met- 
als should be lodging, and to the 
ultimate detriment of the work. 

My message to every mechanic 
now is to become first and foremost 
a Salesman for the article he is most 
interested in. Having as he has the 
ability to construct a job properly 
and thoroughly, or to install a warm 
air heating plant, knowing every an- 
gle of it, its real ability to render 
proper service, its use and actual 
lasting qualities, is not sufficient. 

The Metal and Heating Engineer 
of today must be in a position to 
sell his work, even before the work 
has actually started. Someone is 
constantly doing this in other lines. 
Are you? 

I know of no school where one 
can be taught to be a salesman for 
his craft. One is too busy to take 
up courses of instruction, though it 
might be mentioned that some of 
the night schools are giving most 
excellent courses of lectures on ad- 
vanced salesmanship. 
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Such things help a lot by train- 
ing effort, but the best school is one 
of real initiative, effort, energy and 
experience. Every man possesses 
some of these qualities. The only 
thing requisite is to bring them out. 
This is easier than might appear at 
first thought. 


It is necessary to first decide in 
your own mind that you belong to an 
honorable and stable craft, of which 
there is none better—that the pub- 
lic absolutely needs the commodity 
which we are jointly handling, and 
must have it right if the business is 
to be perpetuated. 

In other words, the idea must 
first be sold to self. Having done 
this, the merits of our products, be- 
ing so strongly impressed upon our 
minds through years of tradition 
and experience, will come to the 
fore, so that merely hearing of pros- 
pective work will suggest the use 
of Sheet Metals in workable form 
as essential to the success of the en- 
terprise. 

Indeed, (while as you all know I 
am no mechanic), it is impossible 
for me to pass a new building with- 
out unconsciously looking to see if 
any metal work is being done. If 
so, then to secretly note the fact 
with satisfaction—if not, to ques- 
tion who has been remiss at some 
point. 

Metal Work must be gone after 
with vigor and intelligence. There 
are so many different ways of doing 
a real job that an experienced me- 
chanic or engineer can suggest that 
this factor frequently in itself sways 
the work your way. 

It is necessary to hunt up the pro- 
moters or owners of projects to get 
at the fountain head. Frequently 
one man has the entire say—some- 
times it must pass through many 
hands before the right party is 
reached, but this effort must be un- 
relenting and kept going with dili- 
gence. Of course, discouragements 
will follow, but let me tell you that 
one successful result will pay for a 
dozen dismal experiences. 

The same line can be followed up 
on a lesser scale with individual 
property owners: Many a tin roof 
can be sold if selling arguments are 
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advanced at the proper time. Think 
of the warm air furnaces that can 
be installed as a result of the same 
effort. 

But you will say, “Sounds nice 
but takes a lot of time away from 
actual work—time that ought to be 
given to jobs.” True. But ask 
yourself how much actual business 
is being lost through lack of this 
very effort. 

In the years to come, great strides 
will be made in new construction, to 
say nothing of alterations and re- 
placements. If we are to get our 
share of this work, we must keep 
pace with the conditions as they 
are. 

This is certainly being done by 
you in the mechanical end of your 
work through introduction of new 
equipment, follow up of overhead 
costs, and a hundred other ways to 
better it, but how about the Selling 
End? Ask yourself, “Is sufficient 
effort being put into this?” 

If not, let each and every man 
(no matter in what capacity he may 
be) decide to be his own salesman 
for the development of his trade, 
that the business may move into 
larger and more comprehensive di- 
mensions and occupy the position in 
the realm of building construction 
to which it properly belongs. 





Extra Needle Keeps 
New Torch Clean. 


Details of a new double needle 
blow-torch have just been made 
public by the Clayton & Lambert 
Manufacturing Company, Detroit. 
The makers claim for the new torch 





Sectional View of New Torch. 
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that it produces an extra heat of 
300 degrees and that its mechanism 
is such the flame orifice can not be- 
come clogged. This desirable end 
is arrived at by the use of a blunt 
gas regulator needle which can not 
enlarge the orifice, and by the em- 
ployment of a secondary needle 
which is used to keep it open. 





Ask Lost Customers 
Why They Quit. 

If you miss customers from your 
store, that you have been in the 
habit of seeing there, find the reas- 
on. Call upon them and inquire. 
or use the telephone. People will 
not resent this; they like to feel 
that their trade is missed. Make it 
hard for them to stay away be- 
cause of your thoughtfulness in 
showing them that they are missed. 
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“Crown” Furnaces. 


From Dubuque Radiator Works, 1255 
Central Avenue, Dubuque, Iowa. 


Please advise us who manufac- 
tures “Crown” furnaces. 
Ans. — March-Brownback Stove 
Company, Pottstown, Pennsylvania. 
Automobile Radiator Cores. 


From S. L. Lamson, 122 East Wash- 
ington Street, Morris, Illinois. 


Kindly inform me who makes 
automobile radiator cores. 

Ans.—The G. and O. Manufac- 
turing Company, Detroit, Michi- 
gan, and Indianapolis, Indiana; 
F. LL. Curfman Manufacturing 
Company, Maryville, Missouri; 
Zarco Manufacturing Company, 
413 East gist Street, New York 
City, and Tyree Auto Radiator 
Company, 814 West 33rd Street, 
Chicago, Illinois. 

Address of Pickard Brothers 


From Lake View Tin Shop, 3473 
North Clark Street, Chicago, IIli- 
nois. 


Can you tell me where Pickard 
Brothers, manufacturers of furn- 
aces, and formerly of Fort Wayne. 
Indiana, are located? 

Ans.—They are out of business. 
Address of Holland Radiator 
Company 
From Stove Dealers Supply Company, 


310 - Chestnut Street, Milwaukee, 
Wisconsin. 


AND HARDWARE 
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Please tell me where the Holland 
Radiator Company are located. 
Ans.—The Holland Radiator 
Company was bought out by the 
American Radiator Company, 820 
South Michigan Avenue, Chicago, 
Illinois, twelve years ago. 
Nickel Silver 
From Matt Nixon, Hemingford, Ne- 


braska. A 
Will you kindly inform me who 


manufactures nickel silver? 
Ans.—American Brass Company, 
Kenosha Branch, Kenosha, Wiscon- 
sin; Chase Metal Works, 7 South 
Dearborn Street, Chicago, Illinois; 
U. T. Hungerford Brass and Cop- 
per Company, 80 Lafayette Street, 
New York City; and New England 
Brass Company, Park Street, Taun- 
ton, Massachusetts. 
Combination Coal and Electric Range 


From Wood & Bailey, Winfield, Iowa. 
Can you tell us who manufac- 


tures a combination coal and elec- 
tric range? 

Ans.—Magee Furnace Company, 
38 Union Street, Boston, Massa- 
chusetts, and 30 West Lake Street, 
Chicago, Illinois, and- Globe Stove 
and Range Company, Kokomo, In- 
diana. 

“Kelvinator” Ice Machine. 
From Redlich & Son, Jerseyville, L- 


linois. 
Will you please let us know who 


makes the “‘Kelvinator’ ice machine? 


Ans. — Kelvinator Corporation, 
621 West Fort Street, Detroit, 
Michigan. 


Oil Burners for Furnaces. 


From W. R. Davis, 689 East Pike 
Street, Martinsville, Indiana. 


Kindly let me know who makes 
a crude oil burner for stoves and 
furnaces. 

Ans.— Standard Foundry and 
Manufacturing Company, 204 Scar- 
ritt Building, Kansas City, Mis- 
souri; McEwen Furnace Company, 
Department 103, 15th and Brook- 
lyn Streets, Kansas City, Missouri, 
and Breeding Heat and Power Cor- 
poration, 311 Vine Street, Cincin- 
nati, Ohio. 


Address of United States Cartridge 
Company. 


From Atlantic Sheet Metal Works, 
Atlantic, Towa. 
Please advise us where the 


United States Cartridge Company 
is located. 
Ans.—Lowell, Massachusetts. 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


Freight Embargo Cuts 
Non-Ferrous Trading. 

Increasing reflection of the 
freight embargoes and car shortage 
is noted in the nonferrous metal 
market. Consumers are having 
their troubles moving their product 
and buying raw materials conserv- 
atively. The copper market appears 
less hard hit than other markets to 
date, due to the fact that the New 
England freight situation is less 
acute than that of the Middle West, 
and shipments of copper from the 
seaboard refineries to the New En- 
gland rolling mills have not been 
hampered. It is more difficult to 
move freight from the seaboard to 
Buffalo and other inland points, but 
the New York state barge canal is 
being used to some extent. Prices 
have been firm excepting in zinc, 
which has suffered a rather sharp 
reaction. 


Copper. 


Domestic orders are none too plen- 
tiful, but in the aggregate there is 
a fair volume of business, sales of 
electrolytic being made from day to 
day at 14 cents delivered for’ Octo- 
ber, November and December ship- 
ment. Deliveries against contracts 
previously placed are suffering 
somewhat from interrupted trans- 
portation reflected in rail embargoes 
and freight congestion. 

In the outside market, while of- 
ferings by second hands are light, 
sales of some lots have been made 
at a shade under 14 cents delivered 
in the Connecticut Valley. 

Lake copper is quiet but steady 
at 14% cents delivered for October 
shipment and 14% cents delivered 
is asked for November-December 
shipment. There is some interest 
shown in electrolytic for first and 
second quarters 1923 shipment, but 
business resulting is light. Electro- 
lytic is available to a moderate ex- 
tent at 13.95 cents refinery for far- 


forward shipment with buyers at 
137% cents refinery for second 
quarter shipment. Casting copper 
continues steady at 1334 cents to 
13.40 cents f.o.b. refinery. 


Zinc. 


Zine prices have receded about 
14 cent from the high level of the 
movement reached 10 days ago. 
Sales of prime western for October- 
November shipment have been made 
at 6.60 cents, East St. Louis. The 
shipping and operating troubles of 
the galvanizers have caused them to 
slow up as to zinc purchases, es- 
pecially as they bought rather heavi- 
ly on the advanee. High grade zinc 
prices are unchanged, 7.75 cents de- 
livered. The base price of sheet 
zinc was advanced October 6 to 
&.50 cents f.o.b. mill, with the 
usual extras and discounts. 


Lead. 


The leading interest advanced 
its pig lead price October 6 to 6.50 
cents, New York. Previously the 
outside price has ranged from 6.30 
cents to 6.35 cents, East St. Louis, 
and from 6.62% cents to 6.75 
cents, New York. These prices ap- 
ply to prompt and November ship- 
ments. Business has been less ac- 
tive, but still of fair volume. 


Tin. 


Tin prices have been higher, re- 
flecting the recovery in sterling ex- 
change and the advanced tin prices 
in London, both of which have been 
due to better feeling in England as 
to the Near East crisis. A fair tin 
business has been done, most- 
ly directly between importers and 
consumers. Straits tin prices have 
ranged between 32.75 cents and 
33.50 cents for all positions. 
Ninety-nine per cent tin for prompt 
delivery has been selling about 3 
cents below Straits; for shipment 
from China, about 54 cents below 
Straits. Tin is now the highest 


it has been at any time this year. 

Chicago warehouses have ad- 
vanced prices to the following fig- 
ures: Pig tin, 3634 cents; bar tin, 
39% cents. 


Solder. 


Solder prices now in effect ‘in 
the Chicago market are as follows: 

Warranted, 50-50, per 100 pounds, 
$23.00; Commercial, 45-55 per 100 
pounds, $21.50; and Plumbers’, per 
100 pounds, $20.25. 


Nails and Wire. 


Inquiry for wire and nails is 
strong, but mills are unable to take 
on the tonnage offered as production 
is not increasing rapidly, due to the 
railroad situation. This affects pro- 
duction by limiting fuel supply and 
also by reducing shipments of raw 
material from steel mills. Not 
much wire and nails is being accum- 
ulated in warehouse, as it has been 
possible up to this time to ship 
practically all that has been pro- 
duced. The market is steady at 2.45 
cents, Pittsburgh, for wire and 
2.70 cents, Pittsburgh, for nails. 


Tin Plate. 


While buying of tin plate is not 
brisk there is a moderate volume of 
business being placed, and the ag- 
gregate makes a very fair showing 
indeed for this time of year, approx- 
imately the dullest season as tin 
plate goes. Several orders running 
well into the tens of thousands of 
boxes have been placed in the past 
week, An interesting feature of 
the market is that when early deliv- 
ery is required on orders of such 
size there are not many mills able 
to take the business, and some 
orders have gone around among 
several mills before being actually 
placed. 

A little business has been closed 
for shipment in the first three 
months of the next year, by inde- 
pendent interests. This was done at 
about the regular $4.75 price, al- 





=e 














October 14, 1922. 
though the independents with 
scarcely any exception are talking 
strongly about there being an ad- 
‘ance for next year. The market 
will hardly open in a general way 
for the first half of next year until 
the leading interest names its price 
and opens its order books for the 
new period. Such action will hard- 
ly be taken in less than 30 days, but 
is unlikely to be deferred much be- 
yond November 15. The chances 
seem at the moment to be approxi- 
mately even whether or not there 
will be an advance in its prices. 


Sheets. 

The sheet situation is chiefly one 
of transportation. Sheet mills that 
receive their steel outside 
sources are more or less short of 
it, on account of transportation con- 
ditions, while mills that make their 
steel are more or less short of their 
raw materials. In the matter of 
shipping finished products practical- 
ly all the mills are short of cars, 
not a few have been so short as to 
have had to pile considerable ton- 


from 
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nages of finished product, while a 
few have had to curtail production 
on account of stocks becoming un- 
wieldly. 

The general market basis may be 


quoted at 3.50 cents to 3.60 cents for 


common black sheets. There are 


prices outside this. The leading in- 
terest’s price is 3.35 cents, but as 
this company was sold out several 
weeks ago the price involves 
simply deliveries, or shipping orders 
against the little remaining con- 
tract tonnage that may possibly re- 
main unspecified. On the other 
hand some mills quote 3.75 cents, 
and they appear to get this price on 
some small tonnages, but the total 
turnover is relatively insignificant. 

Where specifications were attrac- 
tive, One maker of galvanized has 
accepted orders at 4.50 cents. The 
majority of galvanized producers 
are quoting 4.60 cents base, Pitts- 
burgh, although 4.75 cents is being 
asked by two makers. Blue an- 
nealed continues quotable at 2.75 
cents. 


Transportation Dyfficulties Offset the Larger 
Production of Pig Iron Foundries. 


Chicago Market Is Firm With a Consider- 
able Number of Inquiries For 1923. 


N the Pittsburgh district prices 

of pig iron are slightly lower 
than last week. For instance, basic 
now is openly quoted at $31, valley, 
and even $30.50 is available from 
one or two valley interests on ton- 
nages. Valley bessemer now is 
quoted at $33.50 and that is the 
valley quotation on malleable as 
well. Valley producers of number 
2 foundry iron (1.75 to 2.25 silicon) 
quote this grade at $33, spot market ; 
small tonnages have been booked at 
that figure while larger lots have 
carried a $32.50 price. Interest in 
low phosphorus iron is confined to 
small tonnage orders at $37 to $38, 
valley. A canvass of the trade to- 
day develops the fact that new in- 
quiries are at a low ebb notwith- 
standing the fact that users in vari- 
ous directions are known to need 


castings contracts. 
tious but appear likely to cover soon 
through the first quarter. 


output is being moved. 
malleable 
users is increasing. Wisconsin users 
are asking for 1600 tons of mal- 
leable and 1200 tons of foundry 
iron. 


300 tons of low phosphorus. 
has been considerable inquiry for 


iron. Shipments still are hampered 
by railroad tieups. 

The Chicago pig iron market is 
quiet and firm at $32 furnace. In- 


quiry for the first quarter is increas- 


ing but few sales are being made 
and these only to cover definite 
Buyers are cau- 


Car sup- 
ply generally is better and the full 
Inquiry for 
Wisconsin 


iron from 


Illinois melters are asking 
for 1000 tons of foundry iron and 
There 


small lots of foundry grades. Spot 
offerings are absorbed rapidly, in- 
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dicating that stocks are low. Jack- 
son county silveries are quiet. One 
maker is asking $41.50, furnace, 
while another is quoting $1 higher. 
Southern iron is offered at $28 for 
the last and first quarter delivery, 
but the iron is believed available 
at $27. One producer is quoting 
$30. The movement from the 
South is improving although still 
hampered. 

The regular merchant furnaces 
have no chance for making any- 
thing like a margin commensurate 
with the risk taken in trying to 
operate in circumstances, 
and perhaps no chance of making 


present 


even a small margin without con- 
sidering the risk. Early this year 
pig iron was $18 to $19, valley, 
with coke at $3 or less. It was com- 
monly claimed that there was no 
profit for the furnaces with those 
prices, and it would be a marvel for 
there to be any, for if there had 
been the market price in all proba- 
bility would have declined further. 
Between conditions then and today 
there is much more difference than 
that subtracting $3 
coke from $12 coke. The furnaces 
that would come in have to run on 
a collection of cokes of relatively 
poor quality, and the consumption 
per ton of pig iron is up something 
In round figures 


obtained by 


like 20 per cent. 
it means a coke about $12 
more per ton of pig iron. In addi- 
tion there is much more ash per ton 


cost 


of iron, hence more limestone, while 
the daily output is decreased, in- 
creasing the miscellaneous expense 
per ton. Thus there is much more 
than $12 to be added to the $18 or 
$19 ruling early in the year, to ar- 
rive at present cost. 

As to buyers, on the other hand, 
they have shown that they can hard- 
ly afford to pay present prices, or 
they would have been buying more 
freely. To buy more, to buy in 
anything like tonnages, 
would have sent prices much higher 
still. That is why there were pre- 
dictions a couple months or so ago 
that there would be $40 or $50 
iron. These prices would have been 
reached if buyers had been able to 
pay. 


normal 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON. 


Chicago Foundry... 


oa presto Fdy. No 
uteeeeth ee nee 34 01 to 36 01 


36.15 
32 00 


eeeeeeeeee 


FIRST QUALITY BRIGHT 


TIN PLATES. 

Per Box 
Ic 14x20 112 sheets $10 00 
Ix 14x20..... ecccce 11 26 
xx 14X20.....-++26- 123 60 
(xxx BORD cccesccece 138 90 
VXXXX 14"20........ «++ 16 26 
«Cc 20x38...... cocce 88 OO 
e.< SORBE. ccccccccce 22 60 
Ixx BOER. ccccccccce 26 20 
Ixxx SORES. coccccceces 27 80 
> + ai) rr 30 6e 


COKE PLATES. 


Cokes, 180 lbs... 20x28 $11 80 
Cokes, 200 Ibs... 20x28 12 00 
Cokes, 214 Ibs...IC 20x28 12 35 
Cokes, 370 lbs...IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
cecccceces per 100 Ibs. $4 00 


ONE PASS COLD ROLLED 
BLACK. 


BR. BORD ccc ccces per 100 Ibs. $4.65 
No, 22-24........ Per 100 Ibs. 4.70 
No. 26..... pe vaen per 100 Ibs. 4.76 
ere per 100 Ibs. 4.80 
Bel Bes dseoceseed per 100 Ibs. 4.85 
See Per 100 Ibs. 4.96 
GALVANIZED. 
I, Mei gi een cd per 100 lbs. $5.10 
We. 18-80. ....... per 100 lbs. 5.25 
Be BOs ccccess per 100 Ibs. 5.40 
Ble BO soccusccene per 100 Ibs. 6.56 
i ee per 100 Ibs. 6.70 
re per 100 Ibs. 5.85 
iw acdeine neal per 100 Ibs. 6.36 


BAR SOLDER. 


Warranted. 
| Bee eee per 100 Ibs. $23 00 
Commercial. 

WOES . ccciers per 100 lbs. 21 50 
Plumbers ...... per 100 lbs. 20 25 
ZINC 
OE eee ee eee 7 865 
SHEET ZINC 
Cask lots, stock............ 10%c 
Less than cask lots........ 10%c 
COPPER. 

Copper Sheets, base........ 21%ec 
LEAD. 
I IO actos évcseces 7 60 
SE: tedudlemathalane ehdwddiuies 8 25 
Sheet. 
Full coils..... per 100 lbs. 9 80 
Cut colis...... per 100 Ibs. 10 05 
TIN 
OL ae per Ib. 36%e 
Me  Sei-vedeius dacs caadae 39%e 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 





CESSORIES. 
ADZES. 
pers’. 
BartOm’® .ccccccccccccccces Net 
White's ccccccoce eeecceese Net 
AMMUNITION. 
Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 
Powder ...cccccccess +2 -18% 
MenetieES Repeat 
m ess e er 
ip cece 0 & 4% 
smokeless Leader 
heneons nee 20 & 4% 
Black * powder neenee 20 & 4% 
Uv. MC. 
Nitro om jenesnode 20 & 4% 
Arrow Soecceocvens 20 & 4% 
New Club” Seesececsees 20 & 4% 
Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%% 
9-10 gauge bao: % 
= 11. 28 gauge 10&47% % 
ASBESTOS. 
6c per Ib. 


Paper up to 1/16........ 
Rollboar cneceeoonses 6% 
Millboard 3/32 ‘to a cece 
Corrugated soar ¢ 

aq. ft. to roll).....$6.00 per roll 


AUGERS 

Boring Machine.......... 40210% 
Carpenter’s Nut ........++-- 50% 
Hollow. 

Bonney’s........ per doz. $30 00 
Post Hole. 

Iwan’s Post Hole and Well 

oeeece pegcen este and 5% 


Vaughawa, 6 to'S in. with- 
out handles per ‘Ges. $14 00 


AWLS. 


Brad. 
No. Handled. isd doz. $0 y+ 
No. lose oy 


Patent asst’d, 1 

Common costes ++-Per doz. $1 06 

POSS ccccceccce - 1 60 
Peg. 

Fhoulderea vimnwee - 1 60 

Patented ...... a 176 


Scratch. 
re 18, Socket 


per dos. $2 50 


Pratt, list lees...... 35- 
No. 7 Stanley....per dos. a2” 5 


AXES. = 
First Quality, Single 
Bitted (unhandled), 3 to 
& WD., BOP GOBeccccccccce $12 00 
Good Quality, Single 
Bitted, same weight, per 


E teeennsetsaceseenecs 11 00 
BALANCES, SPRING. 
Universal. 
Sight Spring...... List less 25% 
Straight ........ List legs 25% 
BARS, WRECKING. 
V. &@ BD. Me. 18. cccccccsccs $0 34 
7 2 By BE Bbc ccccccescse 0 43 
7. ae Ek: BE. Bic cccccceces 0 57 
VY. & B. Ne. B.ccccccccose 0 48 
V. & B. No. 880.....cccee- 0 63 
BEVEL, TEE. 


as ~ he Rosewood handle, —_ 


Cove sedeeseseenusvesus ets 
Stanley iron handle.......... Nets 
BINDING CLOTH. 

Zime ccccce Ceccocccevcceseses 55% 
BPRED cccccccccccsccccccceccs 40% 
Brass, plated .......-+eesee% 60% 
a BITS. 
uger. 
Teanin Pattern..........Net 
Ford ar. Secovrse eee oft 
Ford’s = peeceocous ° Sm, oa 
Irwin seeéaponecees 35% 
Russell *“Jennings...... ‘less sina 
Clark's Expans WOecccccoce 
Comter .nccccccccccce “oe 


Countersink. 
American Geemmans. coveeoe A 
Rose 2 


Me a ee eeverecees 


cocccccceoce & @ 
Dowel. 
Russel Jennings ......plus 20% 


Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 
Cut ......Gross $4 00—$5 00 


Reamer. 
Standard Sepete. 0 ge $3 50 
American Octagon 50 


Gwew Beier. 
1 Comomn..... --Bach 18c 
Ne 26 Stanley. sseeeee Mach 7T0c 
BLADES, SAW. 


Atkins 30-in. 
WES. cccces 

$8 90 33° 45 95° 40 
Diston 30-in. 
Nos. 


BLOCKS. 

WeeGeR ccccccccccccccccecce me 

Patent ecccccccecesoos «22-20% 

BLOW TORCHES (See Firepots). 

BOARDS. 

Stove, r. Doz. 
26x26, wood lined....... $14 
28x28, we coceeoe OO Oe 
30x30, = - usandes 19 00 
26x26, paper lined....... 8 15 
28x28, ~  aeeewee 9 
30x30, = 2 4008008 10 80 

Wash. 

No. 760, Banner Globe 
(single siner’ Globee $5 365 
No. = * gerne lobe 
(sin nels) ove 
No. 801,Brass King’ per doz. 8 
No, 560, Single—P ¢ 88 


BOL’ 
. Machine, etc. 
Carriage, cut thread, %x6 
and sizes smaller a8 





CNM scne00 aeeeesedes 
Carriage sizes, larger and 
longer than %x6..... .40-5% 
Machine, %x4 and sizes small- 
er and shorter........ 50-10% 
Machine, aizes larger and 
longer than %x4...... 50-5% 
GD wescnscessesoceess 75-10% 
Mortise, Door, 
Gem, WOR ccccccecseces +02 +5% 
Gem, bronze plated........ 5% 
Barrel. 
YT TT TTT TTT soeeeee Net 
Wrougl PTETTTLTTIT TTT TT 
Wrought, bronzed cococceccs 
Flush. 
Wreegnt .ccccesss ecescces Net 
Sp x 
Wreaght coccccsoce cccceccee © 
Wrought, heavy ....s+.... ™ 
Wrought seeeeesooece $0eene nat 
XES. 
Mail. No.. 2 4 10 
Per doz..$18 00 $23 08 $29 00 
Cast Iron. 
POP GOR. ccccccccceses -+-$9 60 
Mitre, 
Stanley’s.......... Net Prices 
Stearns, No. 2..per doz. $48 00 
BRACES, RATCHET. 
Goodell- Pratt No. 408. ocoee- 84 60 
‘ . 4 80 
. & 00 
Vv. 4 65 
Vv. 4 20 
Vv. 4 00 
Vv. 3 50 
Vv. 3 05 
Co onl -5% 
Tin oe Tron Sure only.... Net 
BUTTS. 
a #, entiane copper or dull 
finish—case lote— 
sux. -per dozen pairs $2 e ts 
GMb ccccce 
a 4 Bevel steel inside 
set - case ¥ 
iahene ew ee dozen sets 7 50 
Se bit it icoved front door 1 60 
Wrought brass’ bit keyed 
front door sets, ea - 8 26 
Cylinder front door sets, 
CBG cccccccccceccccccce 7 00 
CALIPERS. 
casegetseseceoece cece --Net 


Inside and Outside .......... ~ 


CARRIERS. 


a Regular.. each, neta 
_ Diamond, Sling...... 


CASTERS. 
Standard—Ball ee | 
TITTLE * 2 
Brass Whee eTETTTTTTT? tf 
aren xX, 3 ‘porcelain wheels, 
Philadelphia Piate, “new” 
Mee ccccccce sessossossoeD 


Martin's ..cccccccecsceese 40% 


CATCHERS, GRASS. 
No. 160S........--per doz. $12 26 
No. i“ np eenenecenne - 14 61 
EMENT, FURNACE, 
Amertoan Seal, 5 lb. cans, net $0 465 
0 lb. cans, * 90 
* “  261b. cans, “ 1 87 
Asbestos, 5 Ib. cans..... “ 46 
Pecora, 5 lb. cans..... “ 46 
yet 10 Ib. cans..... “ $0 
wi 25 Ib. cans..... “ 1 87 


CHAINS. 
With Slide.. one. pairs, $5 60 
Without Site vie 5 06 
Doublestack se 9 35 
With Covert ‘Snaps - 6 83 


Light brass, 2 ft., 2 Ber doz. 1 36 


Hea brass, 3 1 76 

oe ae ft (Morten’s) 

sernces ecccccocsccecccccgn & 

: asnawe ecceccce cosce 8D 

ShCOCESOES ESCO ORCC ECe -- 3 60 

Champion ‘Metal. 

oneeeses secosecceses § @ 

aR 606eseesee08 eocccccecce ° 

5 cham pion’ Metal—Extra Heavy. ‘a 
Gib tek ae” eeeces 

Steel........-List Net Plus 15% 


CHALE, CARPENTERS. 
meus oeeeceeseesses DOr STO. $2 #4 


Whit gore “ i $e 
Common White School 
CRAPO cccccccces = @ 30 
CHIMNEY TOPS. 
Se WORRs cescacecess per bag $1 80 
CHECK, DOOR. 

Cembin .cccccccccevcesses Net list 
RREGNWIM ccccccccsoccoecs Net list 
'HISELS. 

Cold 


Vv. & B. No. 25, % in., each $0 26 
V. & B. No. 25,% in. each 41 


ond Point. 
Vv. & B. No. 16, % In...... 0 81 
V. & B. No. 15, % im....... @ 48 
Bevelled. 
Round Nose. 

Vv. & B. No. 65, Mecccee 0 31 
Vv. & B. No. 665, incosee 6 40 
Socket er. 

Cape. 

Vv. & B. No. 50, BMecces. 6 31 
Vv. & B. No. 50, Bcceces @ 57 
CHUCKS, DRILL. 

Goodell’s, for Goodell’s Screw 
Drivers........ List leas 35-40% 
Yankee, for Yankee Screw 
Drivers cesseerscee g6edees $6 00 
CHURNS. 
Anti-Bent Wood, 
, coccccesns 5 
Each .......-.$3 00 *. "60 . 86 


Belle, Barrell.........-65 & 7%% 
a — a Dash, 


Gal. — ..cccccccces 5 7 
PEP Giiicccces o++-$17 00 19 08 
Adjustable. 
Martin’s ....,-e00- occe 80% 
No. 63, Screw......++++++ + - 20% 
Cabinet. 
oon ebeeecnescoes eoesees 20% 
°C Steet Bar. .List price plus 20% 
‘a . 
2 MDGR..+e-ees r dos $ 7 00 
." coccee _ el 14 00 
2 © © ccccccces ” 28 00 
SS oe @ esccecees ” 42 60 
Sherman’s brass, Som 
POF GOB. cecccccesceses $0 48 
Double, crass, %-inch, per 
GEM, cévcccescocecesceoss 8 
Saw Filers. 
Wentworth’s, No. 3° mite) se; Ne. 
2, $18. 26; No. 
CLAWS, enon, 
Wood hdl. No. 10..per doz. $1 15 
Forged steel, wood hdl. “ 2 it 
— SS rrr - 33 
EE ststeneiconsncwe “ 60 
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Malleable 


CLIPPERS. 
og « a 60 


Ne 
No. 


OTTTTTT ITT TTT 6 
MCE eet tatnbenertot 4 25 


CLIPS. 
AXIO cccccccccccccccccc ce cCCRE®H 


Damper. 
AcTae, with tail pieces, 


per GOS. .eccsesceeee+- Sl 36 
Non oo tail pieces, 98 
per set eeeeeeeeeee 
Non Rivet GEIBc ccccocsce 90 
GAME .ccccccccececs aa 500 
COLLARS, STOVE PIPE. 
Lacquered. 
IncheB..-.ees+.. 6& 6 7 
Fancy ttern, 
per doz......65¢ T5c $4 00 
COMPASSES. 
Carpenters’  ..ccescscesscee+ 16% 
OPPERS—Sold . 
Pointed Roofing. 
3 Ib. and heavier....per, Ib. 40¢ 
BG We ccccsccccsecccs 450 
2 TD. cooccceseseocce - 48c 
UH UDWececscccee eeccee - 55e 
S §6‘UWicsencasenbansess ad 60c 


CORD. 
Picture. 
White Wire..........60 & 5% 
Spot No, Tene s ences DOF, Ib. ese 


Common, No. 7 


COTTERS, SPRING. 
All BIZOB .occccccsscccscess SIRS 


COUPLINGS, HOSE 
seececeeseesDOr doz, $2 25 


Brass 
CUT-OFFS 

Standard gauge............ ae + 

— BP eee: ete ove o BO 


Kuehn’s Korrekt Kutoffs: 
Galv., plain, round or cor. rd. 


Standard gauge ........... ‘0 

Be GRERO aanceccens ccceekLO® 
CUTTERS. 

lass. 

ee ee ----Net 


M 
Enterprise—Nos. 5 
Each ....$2 50 « 3s ss 1s 


Nos. 22 
6 hee 50 $8 50 


Pipe. 

Saunder’s, Nos. 1 2 3 
Bach .......-$1 86 4,5 oe 

Slaw and Krau 

4-knife Kraut...... $20 “00-66 60 


3-knife Kraut, 
8x27 in. seoce cones 00-18 00 
l1-knife Slaw...... 2 60 
2-knife Slaw....... 3 00 
WE vscedes 11 06 


DAMPERS, STOVE PIPE. 


CED ccccdeceess per doz. $1 6@ 
DIGGERS. 
Pest Hol 
Iwan’s Spiit Handle 
(Eureka) 
4-ft. angie. - per doz. 15 66 
T-ft. Handle...per doz. 30 06 
a. Hercules pattern, 


doz. ccece 22 
Dividers, Wing «2 -38% 
DRILLS. 

Bench, 


=? ~ eet Twist 
Lihat) nccccccscccccccececs 


Millers Falls wre 12, per 
oz 


-$45 60 
Millers Falis No. 112, per 
doz ccevccecose OS OD 


eeeeee 


eee eee enee 


(New 
40% 


Goodell’s Automatic. 
No. 02...........-each $1 60 
No. ceneeessonss - Fae 
ell-Pratt No. 4 “ 3 00 


dell-Pratt No, 379. “ 4 00 


Reciprocating. 
CE essscccscese ™ 3 20 


DRIVERS, SCREW. 
Standard .....ccceeereees es NOts 
EAVES TROUGH. 
79% of Standard List. 
PD - <a wun eee ten 
Galv. ee aor soa 
ELBOWS—Conduc tor Pipe. 
oun Steel, Tin and Terne 
Plafn Round or Round Corrugated 
2 to 6 inch, Std. gauge ..65% 
2 to 6 inch, 26 gauge ....45% 





2 to 6 inch, 24 gauge coool % 
SE -«nun0sncseeeae enna 
Galv., plain or corrugated, ‘round 
Crimp. Std. gauge. ---65% 
26 Gauge Std. gauge. xoeeene 45% 
24 Gauge Std. gauge...... 15% 
Square Corrugated. 
Standard gauge ..........50% 
7 SN scccnedeonacecsnsee 
WN ie caeaas ceccccesee 
Standard Gauge eencenes on 50% 
% 


- See 
ortico El . 


P 
a ~-¢! Gauge GonGucter Pipe, 

Not Nested ...........70&5% 
70&5%, 


HOES. 
GO. -sacnnsdensecnsensenes Net 
ve Pipe. 
1-piece Corrugated, een 
DE webacesensstéeeesenas re ‘8 
DO: tecebeseaenen eccceee & 
TQ terdbettasannensaies HE 
Special Corrugated. 
Doz. 
RE. “cccrheeaee ween eecccece $1 = 
bien dtbenes enc emenns 
Uniform, Coilar Adjustable * 
0: 
DD ssseddedececdcc oe $1 76 
Ss mind stegatie eecccces 1 98 
WEN Gatkeusanseseeadenuse 2 48 


FACES, WOOD—50% off list. 


CING. 
lo fence, single space, 


12 
20 


acces 9 
Lawn fence, “single spac 
SBOROR cocecee = - 10 
a fence, doubie space, 18 
Lawn aR doubie space, 
SBEMGR cccccccccecs 5 13 75 
Field fence, 26-inch, No. i 
$e and bottom 12 fitne 26 
Same, 6 filling........ 33 
Field fence, 32-inch, No. id 
top and tr 12 filling 30 34 
Same, 6 fillin coccccce SO OL 
FILES AND RASPS. 
Heller’s (American 
American 
Arcade evecccecsece 
— Diamond 
Great Western ... 
Kearney & Foot . 





McClellan ........ 

Nicholson ......... 

Simonds ........ so cetegneee 

J. Barton Smith 50-10-59 
x ecccccccccccccccscoe Net List 


FIRE POTS. 

Clayton & Lambert’s— 
East of west boundry line of 
Province of Manitoba, Canada, 


No. Dakota, So. Dako Ne- 

braska, Kansas, Oklahoma, 

Amarillo, San Angelo — La- 

redo, Texas......... 5 

West of above boundr 

Dn. chetthéadnenese6de00sell 
Works— 


No. 43 Kerosene-Gasolene 


Master Torch, 1 qt.....$5 40 
No. 48 Kerosene- @ansions 
Master Torch, 1 peece 73 
No. 95 Double Jet orch, 
Gasolene, 1 qt.......... 6 96 
No. 80 Kerosene-Gasolene 
Torch, 1 qt. (new line). 6 48 


No. 33 Single Jet Gasolene 
Torch, 1 qt..... 


Galv. Iron Tank 
with Bulb, 7 pts..... 6 76 

No. 63 Galv. sien Tank 
with Pum 7 pee 

No. i Straight Side Steel 
Tank Bulb, pts. 8 82 

No. 66 Strsight Side Steei 

Tank, with Pump, 7 pts. 9 54 


cocccese 6 98 


GALVANIZED WARE 





GARAGE DOOR asneeame 
GORE 6c00ess0ssecceee .-All net 


UGES. 
Marking, Mortise, etc........Nets 
Wire. 
Digston’s ....ccccscsecees ++ 35% 
GIMLETS. 
Discount ......++-. 65% and 10% 
Magte Sage A and B, 


coccceccces cBOD 
Double "Strength, A and B, 
all sizes ......... cccccccs cS 
GLUE, 
Bulk. 
DP SAF. 20 20000000-DM, Ib. ote 
&, Wits eocceccecece 
S. Amber........ = Hh 
Liguid 5 


rmy & N&vy.....+..++++-40% 


Le P 
List MART vee eeseseee ee ATM 


List eS Seaseepeneoees | 
List “C”. e+ +200 088 z 
, AXLE. 


ze 5 atte poceses' -per gro. 618 98 00 
u TLIM®M. «ee ecccese 
Wood Pails. 


Frazer's, 15 Ib. $1.90; 265 Ib. 
$1.50 ea 


ch. 
me Lightning, 15 Ib. 900; 26 
b. $1.21 each. 
FTS, AWL. 
Common ....... -per doz. $0 36 
atent, plain top “* se 
Patent, leather top “ 80 
Z. 
Common .....«.:. = 24 
errr = 65 


AMERICAN ARTISAN AND HARDWARE RECORD ; 


HAMMERS, HANDLED 


Bach, net 
Blacksmiths’, Hand, No. 0 
me AS ae ees sy 
ee o. 1, -O8.. 
Farriers’, *No. » WOBcccece 97 
faehiniste’, No. 1, 7-0z.... 67 
Vanadium, No, 41, 20-oz., 


GRE cccescdcccenosgencs 8 &@ 
Vanadium No. 41%, 16-oz., 
ea cesecececesoosoooe © & 
Vv. & B., No. 11%, 16-oz., 
GRO coccccscccscceccocos & O64 
Gassen 1 Sey. 3 No. 111%, 16 ee 
Tinner's Riveting, No. 1, 8 


each eccccecese 72 
Shoe, oe teed. No. , a 13 ox, 


@CQCh wcccce ceccccceccccece 65 
Magnetic, 
No. 6, each........ esee 72 


HAMMERS, HEAVY. 
Farriers’ oeceee see 80% 


n’s, 
Single and Double Face....50% 
HANDLES. 
Agricultural Tool. 
— plain...per doz. $3 50 
a 


Ommon Assorted, per gos.00 76 


Pratt’s Adjustable, 

1 & 2, P AOS.cccccccce 6 00 
ver Ad ustable..per set 1 35 
Hickory, Se. 1....per doz. 3 00 
Hickory, No. 2 00 
lst walty, second growth 6 00 
apse al ite, 2nd growth 4 50 


atisiery, Tanged, Firmer 
ssorte a n° cee x ome 65c 

aii Socke t Firm 

Assort 3 oe “nen. toe 


eeeeee 


Drifting BOGE ccoccccesceces 
File, assorted........ r doz. 80c 
an } 
No. 1, per dGoz.......+++.$0 80 
Sogens growth hickory, ry, per 


covsecesogoesecees S 9D 

* Manure 

es, Strap and ae Ee 

69:66409000080600 oz. $7 00 

Screw Driver. 

Assorted .....esees-+.-08Ch 6c 

Shovel and Spade............Net 
HANGERS. 


Door. 
Matchless ........ cocccccc cet 
MOTADIO ccccccccccccccc ccc cMGt 
Richards ......-sceeeeeee+Bb% 


e e 
Garage Door Hdw.) 

Conductor Pi 

yO ee Wire....25% 

ves 

Steel <— -* aenadeosuceeesd 30% 
Triple WB ococccesoool Rp 
Mileor Selipes Wire. ........15% 
Milcor Triplex Wire. ---10% 
Milcor Milwaukee Extension. 10g 
Milcor Steel (galv. after form- 
BAe BED .ccccancs c's 12%% 
Milcor Selflock E. T. Wire, List 

plus 


eeereceesessceceseees 40% 


HASPS. 
Hinge, Wrought, with staples, Net 
HA 
Per doz. 
Size No. 2 extra quality 


broad eeseeseeees $16 00 
Competitive’ Grade 12 00 
No. 2 Warranted Shingling 12 00 
Competitive Forged ...... 8 00 

HAY RACK BRACKETS 
Wenzleman’s No, 1 
rr wy doz. sets $18 00 
Wenzleman’s No. 2 
seeeeeees- DOr doz, sets 19 20 
HINGES. 
Blind 


Clark’s Gravity 
NO. L.wssceseceess+s per set 45c¢ 
Be Bocccesceccecees “ 88c 
Gate. 
Clarks...... 2 
Bese | Ste 110 2°40 
H ed only— 
cocccee Gh 8S 


fp sal 

Low cccccccccoccccce 2 GS 
Latches oniy— 
No. 1 + sess @ach 28c 


ee 





Be. 0.6060 eee+ovesee 28c 
m Door. 
17561—3x8 sesteese ee OZ. $3 + 
17568—24%x2% ...... 
Chicago ......Add 10% to list 
Gem . coccccccesces SOG 
Matchless ecvcsccccoccs 
New Idea gross $¢ 
Wrought 
Egat’ gebap luce NOTE iz @ 
4 rap Hinges, No. 18 0 
Heavy Strap Hinges, No.4 15 75 


Light 4 es.  oopte. § 12 10 
Heavy 
Extre. Heavy 


vy Hag No. 4 20 00 
seeae > 21 60 
eto 1a i 10 "Ibs. $7 75 
° n...per 
BERR SER 
oe ame 
‘ook and 
Tv — +eeeee Der dos. pair $2 2 $s 


45 


HOOKS. 

Avaing, NO, 60. cccecsecccees NO 
Brown's TTT TTT TTT. 
TOMOW ceccccccccccesccee’ 

x. 
BIO. cocccccee 8 10 13 
---80 29 077 @ 86 


Each ..... 
Bush. 


Common Axe Handle, 
TF GOS, nc cccesencee $38 00 


Inch.. % 6/16 7/16 

Pr. 100 $7 cot 10 976 11 G 19°40 
Clothes Line. 

Ja —— per, doz. 35e—1 00 

Galvanized. 650-—2 36 
Conductor. 


Conductor hooks ....... 20-10% 
BEIOOP ce ccevcecvcesseseese 
“Direct Drive”’ Wrought 
Iron for wood or prick. -15% 
Corn.” 


Common, riveted, red, per. dz. Net 
Little Giant.....+.--- 


— N 1 3 
ommon Nos 
re es $425 325 3 “0 " 60 
Hammock, 
With plate.......per, doz. $1 00 
With screw...... 96 
Picture .....-.+.+. 50% &50% &10%, 
Potato and Manure.........Nets 


ee molded reel -18 
-inch 8 ply Guck.....++«- a} 
510 


Per 


-inch 4 ply duck......-- 
Zinch 5 ply multiple..... 


IRONS. 


Charcoal .....+.+ 
Comsmes. polished, 
10 


me. eeseee 


is 


r doz. $11 00 
per 


70 Asbestos... ... "$1 60 net 


No. 100 1 76 met 
Common, ' ones * piated.. 8 26 
Pott’ 
No. 0. 50 J. Enterprise, per set Nets 
No. 55 J; ad i7 
No. 50 T. = “ a 
No. 55 T, ” 
JACKS. 
Waicnara’s No. 1..per doz. $15 60 
a «= ee $0 60 $0 80 
WEB. ccccccccce 00 
 ~ ee $0 60 $1 00 
NOB, ..ceees coe 2 
Big Lift COLETTE ee cen ne AO 
Tiger 900000000000000000+88 
KETTLES. 
Brass ..... ee 
Cauldron ...-seeceees eee 
COpper ..ceceeceess ° --per Ib. 
Maslin ceanacteseus .. 42194 
Sugar ..-ceseececcese oecees OOD 
een 
Beet Top 
Civde = in. Scimiter Blade... 
doz. soceneeoeees oencce 
california secosnenneneesooeaay 
MyBeech wood Handles, 6- wen 


BOBO ccccccceces 
Becenwes’’ Handles, *3-inch 
DS «ssh00%00o66000000R 
Cooper's Hoop.... sae6ee ceoceel 


‘Stan ard 
Adjustable 2 
Barton’s Carpenters’ cocccoe 


Twan'e Solid Socket......- 
Heath's ....+++;- eeseoeees 
Iwan’s Sickle Bdge. . 
Iwan’s Imp’d Serrated. eee 


He 


eeeeerere ee 


o 
KARR KKK 


edge 

Challenge 

Disston’s No. 
Pat 


Common 
oun 
Beech’ Handle eee 
Landers ...ccsessseee ecce 


eee eeeeee 


eereeeeeerreeeeeee 


Mineral .........per doz. 
Porcelain ...+++++ 4 20 
J ” 2 Ov 


| Serer errr ee eee 


LADDERS. 


Co mon, acenenee 
Common, wi with Shit “244 ibe 


Challenge, 6 to ot Cikaeabanalll 
10 CO 16 Gbecccccccccccccecs 


LANTERNS. 


pe on. 
Monarch tin, hot biast.... 536 
pets pA cold biast.... "8 be 00 


Com tition lanterns No. “6 


ular 


Rawhide %-inch oe tt. 
Y%-inch .... 


-+-Net 


esses eee eeeeseee 


LEATHERS, PUMP. 
Valve and Plunger........ 





46 

Disston, No. 28 esse ee + 9323 05 
= No. 18, 20 in..each 1 83 
~ No. 22, 24 in.. 
pe Shafting, ¢€ in.... 19 80 
a ed n. gr. glass 24 20 


2 ©. 9 Agst....sees » ae 
” 24-26 in. ....each 1 02 
ss 38-30 in. .....each 1 00 


Cop + -P 36 00 
seesee- POF gro. 
Mucosa’ OE 

Transom, 

Payson’s ....... TrTTTTTT TT. 

LINES. 
PERO cccccccccccccccsc POE Im B6C 
Dn. etecceseeestsoeses -: ae 
DED. ceccaneesne eee “  26c 
Braided Cotton ....... °" 62¢ 
LINING, STOVE. 

Bricks ............-per crate 42c 


LOCKS. 
Barn Door, 
No. 60 Stearns..per dos. $12 00 
No. 30 “ 7 24 00 
MACHINES 
Riveting. 
Stearns No. 1...per dos. $16 00 
No. 60 Peace’s Spoke, each $16 00 


rs’ 
Flore Head, No. 2 per doz. $16 50 
* No.3 = * 19 50 
“ No.4- “ 28 50 


Round Hickory 
ocseeees per doz. $3 00— 5 00 


Hickory oseeceee DOF Gos. $2 25 
MATS, 


Door. 
National Rigid ...... 5&10&5% 
Acme Steel ones: cccee OO 


Galvanized, 
Japanned, doz..... 


MITRES. 
Galvanized steel mitres 
caps, end pieces, ag 


Dt . cpeneetitnenaed tees 
Galv. one piece stamped....40% 
MOPS 

Cotton, Star (Cut Ends). 

Pounds 12 15’ 18% 24/-3-oz, 

Per d $400 435 6 50 7 00 
WEEE cccccccccceesccece % 
Cat Steel ..... paesbebaas --$4 60 
DN rstevshectses eee 4 60 
Wire. 

GOMMON ..cccces Grevtnenss 3 45 
Cement Coated. 

i SGD cococesvoce coos 8D 
Horseshoe. 

DE scesesncecose ---55&5% 

Capewell ...... o+eeeenenee 

Perfect ...ccccecceccee  BOaS% 

POWER cccccececececoesee 

a «sess bwnedans oeee + -B8085% 

Brass Heads .......... 00+ 25% 
Furniture ...... --List plus lo% 


NETTING, POULTRY. 
Gapveniocs before weaving... Fd 
iivanized after weaving... .40 % 


NIPPERS. 


Gad Cutting. 
pers's (Swedish) In. 5 6 
Per oa, We 60 15 20 


£nd and Diagonal Cutting. 


Berg’s (Swedish) In. 6 

Per dozen .......$10 06 138 00 
Helter -00020% 
Vv. & B., ‘No. 63, each. ...$2 2 

A NOZZLES. 

Magic ..........per doz. $9 0 
Diamond ....... ” 6 75 
OILERS. 

Pattern. 
Brass and Copper éeeeanene 10% 
MD teccosescces cocccccecsee 
Railroad. 
Coppered ........ coccec cS 


Bteel. 
Copper Plated .......50-10-5% 
OPENERS. 


Delmonico .....per dos. $1 +4 
Never Slip....... 


Crate. 
V. & B.....per doz $7 26-11 00 
PAILS. 


14-qt. without gauge, 
eececcsceses -per 
18-qt. withou + gauge, 
seek. without oueme, 
per doz. 


$9 50 
11 00 
11 75 


doz. 
doz. 


eee eee ereeeree 


° 1c Tin....per doz. % 00 


- Qts. 14 16 18 20 
Per doz.$9 75 10 75 13 76 14 50 


AMERICAN ARTISAN 


Water. 
Galvanised ats. 10 12 14 
doz......$5 76 6 60 7 25 


Per 
ood, 
Cable, 3-Hoop ...per, dos. siete 
Cable, 8-Hoop ... Nets 
Cedar, 3-Hoop, brass “ Nets 
PANS. 
BOE cccccccccscccceccc cet 
ry. 
COGRTROR § cccccccccccccces eNOS 
AGTRO cccccwewccocsescecees 
ing. 
Paxton, 
ak secces 2 8: 


Per dos. secceeeeceeceeess Nets 

Neverburn ss... ceece 

Savory. No. 200. per “doz. $s 40 
R ng. — P 

00) er 
Mayor, esd 


DIY wccecccesccsess 4 


uare 
srcceecececcceegl 83 


= B=PLY ccccccccccccces 6 
Red Rosin .......per ton $111 46 
Sand and Em 


ery. 

No. 1 per ream, best grade $5 40 
No. 1, per ream, cheaper 

BTOGO ccccccccccccccccse 4 36 


Potato. 

a egy Saratoga, 10% on 
Goodell’s 5 Saratoga, ga, 6 in. i 
dos. -. & 60 


Adze Eye Ore "Rett 
Drifting ‘eed Poll Picks. ..22 2 
Plum Railroad ......... 


face 
NC 
Carpenters’, cast steel, - 
Pneaee 
$0 66 0 72 $0 93 
10 


c 
Blacksmiths’, No, 
Heller’s ..........-List 

PINS 


Peete eree TTT TT TTT. 


1 ‘ts 
st pius 10% 


$0 95 
+++ per doz. $1 HY 
i HH 


othes. 
Common, per box of & gro. 


Fluted, 16-in 

Fluted, 2l-in .... 

Spbval .ccecssccoe - 
PIPE. 


a 5 
Fiain sound and Round Corru- 


oee- T0&E5% 
ecccccccccccs cs FOO M 
ceccccccoccncs ER BEDD 
a ee 2002 105% 
“Interlock” Galvanized. 
Crated and 
SAUSZCS) coccccce 
Crated and not nested (all 


nested 


BAUSCS) weeeeseees++ 60-15% 
Uas: corrugated A and & and 
tagon, 
29 Gause ceecccececeeees 65% 
23 - cccccccccccce OO 
26 ” ccccecccccececOee 
34 - coccccccccce sc cOO® 
“Interlock.” 
Crated and  0nested (all 
SS EOF TEEEE «+ +60-20% 
Pries swf Gaivanized ivocao 


Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. B. 
on application. 
Stove. Per 100 joints 
26 gauge, 6 inch E. C. 
ed - 15 40 
pele ype ane a 16 50 
Rll aaes ho 
eecccccos ensaneeas SS OO 
AD ce geen vee. 14 30 
pe, (7 inch BC. 16 50 
Poe TY 
init ak ae anime 12 10 
dati, bon ere: F 
T- = Made up. 
GUM cesscecececcs per 100 38 50 
Furnace re. 
Double all Pipe and Fit- 
DD <scsevceseeoeneenet 40 
Single Pipe, Round 
Wee VRCIRES cccccceseccs 
Galvanized and Back Iron 
Pipe, Shoes, etc......... 40% 
Mileor, galvanized N 
PLAN 
Stanley Iron Bench.......... Net 
Vv. & B. No. 6........each $0 52 
™ No. 7 Gas.. 0 55 
mi ae Duty “106 ; 8 
Lineman’s Side Cutting. 
Berg’s 
Bik, Pol. Pat In. 6 7 a 


doz. -$1070 2000 23 35 
Long Ni e Cu .. 
Berg’s (Swedish) In. 
Blk. ce, dos. $12 Ss 1 20 
Flat and Round Nose. 
Rerg’s (Swedish) 
Fiat, In. * t t 
Bik. Pol. Face, 
Dos. ......8890 13365 19 65 
Bere’s (Swedish) 
Round, In 4 < 8 
Bik. Pol. Face 
Dos. .....$1116 1636 2235 


AND HARDWARE RECORD 


POINTS, GLAZIERS. 
No. 1, 2 and 8.......per dos. 75c 


SPOKE. 
«++. per Gos. $10 ooo He 


POI 
Stearns’ No. 1 
S No. 2 


POKERS, STOVE. 
Wr’'t Steel, str’t or =, On 
Nickel Fisted, coil’hanra’™ ‘1 10 
PRESSES, FRUIT AND JELLY 
Enterprise Manufacturing Co, 25% 
PRUNERS. 
Disston’s Pole ....per doz. $18 00 
Water’simproved, per doz. 60% 
Nail. 
Giant osseeeeees DOF dog. #30 60 
Never-Slip ..... 7 00 
PULLEYS. 
Awning—Jap’d ......-s.045:- 10% 
Clothes Lime ..............-10% 
Hay Fork. 


Iron Wheel, 6-in..per Goz. $3 50 
Wood Whee , 6-in. 3 65 
Wood Wheel, 6-in., 


pass knot ...... - 3 00 
Sash. 

CGE. sc cnvccesacsescccoct 

Common-Sense, 2-in coccccuet 

Empire Pattern, 2-in.......Net 

Teal cccccccccecccccccccccc Net 

Steel ce cccccccccccecese -+-Net 

PUMPS. 
Spray. 

Midget Junior....per doz. $3 75 

New Misty ...... 6 00 

Cresent ceccccce - 6 50 

PUNCHES. 
Conductors. 

No. 22 ..........per doz. $8 00 
Machine ......«....per Ib. 26 
Saddlers’. 

Common..per doz. $1 50 to $5 00 
Revolving Spring. 


Stearns, No. 30, per doz. $ 8 00 
a 0. <e 16 00 


No. 19 00 

Parker Metal Punch No. 
-++--each §7 00 

Whitney’s" Ball Bearin ng. 
eeeseseeee Prices on application 


PARERS. 
Apple. 
Goodell’s .......per doz. $10 80 
Turntable ...... 40 
White Mountain pe 
Reading No. 78 “ 11 40 
PUTTY. 
Commercial Putty, 100-lb. 
BERS cccccccccccccccccccc ce GS 15 
RAKES. 
Garden Per doz. 


Steel, Bow, 12-inch Teeth $3 50 
Steel, Bow, 14-inch ee 


Malleable Iron, 12-in. “ 4 76 

Malleable Iron, 14-in. “ 6 00 
Hay. 

Weed, 10 Teeth. ...ccccs. $4 00 
Lawn, 

30 Teeth ........ per doz. 5 50 
RAZORS—SAFETY. 
Gillette ...... +++-per dos. $45 00 
Auto Strop ....... 45 00 
Sn  steeseanes = 8 40 
Gem (3 doz. lots): : = 8 00 
Ever Ready - 8 40 
Ever Ready’ (3 “az. lots) * 8 00 
RAZORS—STRAIGHT. 
RAZOR STROPS. 

Star (TSRIME) cccccceccccces 50% 
FLOOR REGISTERS AND 
BORDERS. 

Goek BOGOR . ocestssccewceceess 15% 
Steel and Semi-Steel......... 30% 

BGORORSS cccdcccccossccecee 


30% 
Adjustable Ceiling Ventilators 30% 


Register Faces—Cast and Steel 
Japanned, Bronzed and Plated, 


426 G0 2426... cccccccccee % 
Large Register Faces—Cast, 
14x14 to 38x42......... - 50% 
Large Register Faces—Steel, 
14x14 to 38x42...... bewes ‘o 
RIDGE ROLL. 
Galvanized. 
Created cccccccccccccecce. 10-35% 
WEEE cécocccecces oes. 10-35-5% 
MEE cweesnesewss op oc acoeces 
es ME nscccccnseegans 75% 
Plain, bundled ......... 75-2%% 
RINGS AND RINGEBS. 
Copper ......++.-3¥%-in. 3-in. 
Per doz. .......-.-$3 40 $2 65 
Resa Improved Self- 
erci: co) 
ae, +4 
Steel. r dos......168@ 1 80 
Fruit Jar. 
White .....6....+---Porld. 86 
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Cc Belt. 60% Di 
opper Belt ..... 8co 
Coppered Iron ene 
a —— eo 
> 08 av 
Slotted Clinch per aa et @1 
Tubular. 
Nos. 1 and 2 assorted sizes, 
560 in bOxX.......+++.-0z, T5e 
Nos. 1 and 2 assorted =. 
10 im box...........doz, 40 


ROPE. 


Cotton. 
%. = 16 in. Com. on reels, 
eocccccesee BO 
he *- 16 in. Com., in coils, r 
Ib. 


sual. 
lst Quality, base 14%c¢ to 15%e 
NO. 2..ceeeeeeeee-18G to ldc 
Manila. 
a | Quality standard 
— ccecceeelT&O to ise 
coceseococnee 68 38 
| URS Grade, per lb. 12 r 
Pure Maniia. 
lst Quality, base, 
per lb, ........17%c to 18%e 
Hardware Grade, per ib. 11%e 


SAWS. 
Butchers’. 


Atkins No. 2, 14-in......$11 59 
wat No. 2, 18-in...... 18 00 


- No. 7, 16-in...... 14 44 

“ No. 3 23-in...... 14 48 

- No. 7% 20-in...... Hh 48 

“ No. 7, 24-in...... 18 38 

- No. 7,  eepebede 33 

Contkine No, 2, 38. > —spbbetg 4 96 

No. 10, Rccoseoe § ED 

- Blades, Neo. 1@-in. 2 96 

- No. 2, 1@-in. 3 00 

Cross-Cut. 

Atkins No, 221, 4-ft...... 2 70 

- No. 221, 6-ft...... 410 

™ No. 221, 8-ft...... 6 46 
Flooring, Hand, 

Atkins No, 96, 16-in..... 19 96 

No. 96, 20-in..... 21 86 


Hand and Rip. 


Atkins No. 64, 20-in..... 17 76 


o. 54, 26-in..... 22 20 
* No. 63, 16-in..... 16 45 
“ No. 58, 20-in..... 20 80 
“ No. 58, 24-in..... 24 26 
“ No. 658, 28-in..... 28 60 
“ No. 53, 30-in..... 31 96 
Keyhole. 
Atkins No. 1, complete... 2 30 
” No. 2, complete... 3 3 
Miter Box. 
Atkins No. 1, 4x20...... 29 7¢ 
oe Ne 1, 6x22...... 34 55 
- No. 1, 6x22...... 38 36 
Pruning. 
Atkins No, 20, 12-in.... 17 70 
- No. 10, 16-in.... 16 50 
Wood. 
Atkins -. rere 718 
- BIS ccccveces 8 75 
- No. 308... sneeene 15 50 
wis No. 1£09......... 16 56 


SCOOPS 
Hubbard Western Pattern Mivepes. 


Size 

1.. $16 75 16 00 15 26 14 45 
4.. 1785 1710 16 86 3 60 
6.. 18 65 17865 1710 16 36 


SCRAPERS. 
Box. 
Triangular No. 6 per doz. $6 25 


ad. 
Cubic ft. .... 8 
With runners,ea. $7 te 6 be 6 2¢ 


SCREEN DOOR HING 
ad BGR ccccccecs gross cr 4 
Me ésedaces aeons 


Bench. 
Iron, Ins. 1% 1 1% 

s 82 787 9 45 16 8@ 

Wood, white maple, per doz. 6 00 


Hand—Wo00d  .... 2.200002 s + 50% 
Hand Rail ...... eTTTTTTTT 
GE cn cccccecccceccéssccccect® 


Lag or Coach—all sizes, 
gimlet pointed .........50-10% 


ep Canaan, P . 
} ay doz......47¢ 65ce T6¢ dbe 
Wood. 
De: Se WR. 2 ccce oie 2- 
R. H. ~~ or «+++ 75-20-5% 
P.. H. Jap’d..........%0- 20- &% 
PF. EE, BARB. ccccccccosccte ee 
R. ye. — oeeceeees10-20-5% 
Sheet M 
No. r gross..$ .66 
a 19. Fe ‘6 veer ress. 78 
per gross.... oe 
SCYTHES. 
Clipper, Grass....per doz. $13 4 
Honest Dutchman 











